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Almost unlimited opportunities for 
the producer lie ahead, Dr. Edwin S. 
Qverman, assistant dean of American 
Institute, told the annual meeting of 
New York State Assn. of Insurance 
Agents at Kiamesha Lake. 

Though agents have been exhibiting 
increased pessimism as the business 
gows more complex and competitive, 
as expenses rise and commission levels 
tend to decline, the economy is grow- 
ing. By 1969, predictions are that the 
US. annual output of goods and serv- 
ices will have increased by 50%. If 
insurance services keep pace with an- 
ticipated economic expansion of the 





Home Buys Large 


\N. Y. Agency, Names 


A. E. Mezey V-P 


Home has purchased the Hoey, Elli- 





; son, Frost & Mezey agency of New York 


City. The agency will continue opera- 
tions under the present management 
of Albert E. Mezey and Louis C. 
Mezey. In addition, Albert E. Mezey 
has been elected a vice-president and 
secretary of Home and will be in 
charge of its metropolitan department. 
Both Albert and Louis Mezey will 
maintain headquarters at the agency. 
Frederick W. Mezey, 1st vice-presi- 
will retire from the agency. 
The agency is a combine of Hoey, 


{Ellison & Frost and the Mezey agency, 


which merged in 1956. 

Hoey, Ellison & Frost was founded 
in 1916 and the Mezey agency was 
organized in 1934 by Albert E. Mezey 
and Alexander F. Mezey in Brook- 
lyn. In 1937 the offices were moved 
to Manhattan. 





Started At Age 14 


Albert E. Mezey entered insurance 
at the age of 14 in the agency of 
Darby, Hooper & McDaniel. He ser- 
ved successively as vice-president of 
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the D. L. Rosston agency and produc- 
tion manager of the E. H. Driggs 
agency before joining Home Indem- 
nity in 1930 as production manager. 
He is past president of New York City 
Insurance Agents Assn. and a former 
director of New York State Assn. of 
Insurance Agents. 

Louis C. Mezey began his insurance 
Career with Darby, Hooper & Mc- 
Daniei. He joined Aetna Life in 1923. 
He handled war damage insurance 
for Aetna in 1942. In 1943 he joined 
the Mezey agency. 

F. W. Mezey started his career in 
1915 with Wells & Christy, brokers, 
and was one of the first metropolitan 
Special agents of Home. After 24 years, 
he became assistant supervisor of 
Home’s metropolitan department. He 
later became office manager of Mc- 
Daniel & Co., and joined the Mezey 
agency in 1949. 
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rest of the economy, the $12 billion 
of premiums written in 1959 ($8.6 bil- 
lion by stock fire and casualty compa- 
nies) will climb to $18 billion. More- 
over, Mr. Overman pointed out, this 
does not include new developments in 
family finance, which are sure to add 
untold volumes of new business to in- 
surance agencies in the future. Thus 
future opportunities open to insurance 
and family finance agencies appear 
almost boundless. 


Erroneous Assumption 


One reason for agents’ pessimism is 
that they erroneously assume _ that 
when their competitors grow larger, 
they automatically become smaller. If 
competition takes a larger and larger 
piece of the common pie, obviously 
there is left a smaller piece for them. 
But even though competitors may be 
getting larger slices of the insurance 
pie, it is possible for everyone else to 
get a larger piece also because the pie 
is getting larger every year. 

One of the newest fields beginning 
to open for the _ property-casualty 
agent is family finance, Mr. Overman 
emphasized. The “family finance” idea 
is, in brief: (1) Financing of the au- 
tomobile by an insurer facility through 
an agent, as well as insuring it; (2) 


Roster Shifts Noted _ 
By National Board 


National Board has reported that 
in 1959 seven company groups re- 
signed, five new members were el- 
ected, and two members were lost 
through mergers. 

Those resigning were Continental- 
National; Corroon & Reynolds; Fire- 
men’s of Washington; Home; Na- 
tional Union of Washington; North- 
western F.&M., and Springfield F.&M. 
and affiliated New England. 

New members are Anchor Casual- 
ty, Associated Indemnity, Massachu- 
setts Bay, Queen City, and Western 
Casualty. 

Other members lost were Commer- 
cial Union through merger into Brit- 
ish General, and Fidelity-Phenix 
through merger into Continental. 
Total membership at the end of May 
was 199. 





Summit F.4&S. To Retire 
From Bail Bond Field, 
Bianchi To Central Cas. 


A. J. Bianchi, president of Summit 

Fidelity & Surety of Akron, has re- 
signed and on July 1 will join Cen- 
tral Casualty of Chicago where he will 
organize and manage a bail bond divi- 
division. 
“As of June 30, Summit F.&S. will 
retire from the bail bond field and 
will run off that business now on the 
books. 


Agent Opportunities Are Enormous, 


Will Expand Tremendously In 1960s 


provision by the insurer of mortgage 
money to finance the purchase of the 
home, as well as insuring it, both 
services being handled by the agent; 
(3) sale of life and A&S by the fire 
and casualty agent, and (4) placement 
of annuities or variable annuities, and 
sale of mutual funds, again by the 
same family finance adviser-agent. 
Arrangement of auto financing by 
agents, usually through local banks, 
is not new, Mr. Overman pointed out. 
But in more recent times several in- 
surers have set up separate companies 
to provide automobile finance facili- 
(CONTINUED ON PAGE 22) 


Parker To Retire 
After 44 Years 
With Ky. Bureau 


George H. Parker, for 44 years man- 
ager of Kentucky Inspection Bureau, 
is retiring July 1. He will be suc- 
ceeded by John L. Thompson, who 
has been assistant manager since 1941. 

Mr. Parker is a 56-year man in the 
insurance business, having been with 
the old Western Union, predecessor 
of Western Underwriters Assn., and 
with inspection and rating bureaus in 
Iowa, West Virginia and Chicago. He 
started his insurance career with Chi- 
cago Board of Underwriters. 

Mr. Parker is known to many mayors 
and fire chiefs for his advocacy of im- 
proved fire defenses. He is one of the 
organizers of the arson seminar held 
annually at Purdue University. 

He plans to continue active partici- 
pation in the arson seminar and in 
fire prevention work in Kentucky. 
He will maintain offices at 845 Starks 
Building, Louisville. 

Mr. Thompson graduated from Pur- 
due University in mechanical engi- 
neering and joined Kentucky Inspec- 
tion Bureau in 1925. He was made 
assistant manager in 1941. 

His assistant will be W. M. Horn, 
who has been with the bureau since 
1928 and who now becomes assistant 
manager. He has been chief engineer. 
He is a graduate in fire protection 
engineering at Illinois Tech. 





Underwriters Adjusting 
Has 3 Mich. Changes 


J. C. McParlan has been appointed 
by Underwriters Adjusting as general 
adjuster for western Michigan. He has 
been with Underwriters Adjusting 
for 30 years. He will have headquarters 
at Grand Rapids. 

C. P. Berry, manager at Holland, 
has been made manager at Grand 
Rapids. He was in Grand Rapids for 
11 years prior to his appointment as 
manager at Holland. 

A. W. Booth has been appointed 
resident adjuster at Holland. 
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Progress Reported 
On Mass. Bonding, 
Hanover Merger 


Negotiations Proceeding 
With Jan. 1, 1961, Seen 
As Possible Target Date 


A. L. Peirson Jr., president of Mas- 
sachusetts Bonding, in a letter to the 
company’s agents, has revealed’ that 
merger negotiations with Hanover had 
been undertaken prior to the offer for 
Massachusetts Bonding stock by Wor- 
cester Mutual Fire and -“interests 
friendly to the latter company.” Mr. 
Peirson said that his management and 
Hanover’s have for some time regard- 
ed the combination as logical and con- 
structive for many reasons. He indi- 
cated that the earliest possible date 
for the merger is Jan. 1, 1961. 

The negotiations were reactivated, 
he reported, after it became apparent 
that the New England interests “were 
obliged to dispose of their stock.” Han- 
over has since acquired a block of Mas- 
sachusetts Bonding stock, Mr. Peirson 
noted, since a merger could not be ac- 
complished without a two-thirds fav- 
orable vote, The surviving company 
after the merger will be Massachu- 
setts-Hanover. 

Mr. Peirson'said that Best & Co. has 
been engaged by the two companies 
to make an appraisal and suggest a 
ratio of exchange of stock. This sug- 
gested ratio will serve as a basis of 
discussion, but neither side is bound 
by it. 


No Fundamental Changes Expected 


No fundamental change in. rela- 
tions with agents or in methods and 
principles of transacting business is 
contemplated, Mr. Peirson explained. 

H. Ladd Plumley, chairman. and 
president of State Mutual Life; which 
has a shared management agreement 
with Worcester Mutual Fire, has also 
commented on Worcester ' Mutual 
Fire’s “loss of interest in an affilia- 
tion with Massachusetts Bonding.” 
In a letter to his general agents and 
other company personnel, Mr. Plumley 
said that State Mutual Life feels that 
the progression of any activity with 
Massachusetts Bonding is no longer 
feasible. 

“Naturally, this is disappointing to 
us, since it creates: more delay in, our 
being able to provide comprehensive 
one-stop buying facilities for a client’s 
full insurance needs,” Mr. Plumley de- 
clared. Nevertheless, the trend to a 
multiple line operation is dynamic, 
and his company’s thinking is strong 
and positive in this: regard, he .con- 
cluded. 


Coffay Retires In N.Y. 


John P. Coffay Jr., manager of 
Massachusetts Bonding’s New York 
office, has retired. Joseph Boyce, as- 
sistant manager, has been named to 
succeed him. 
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Holds U&O Policy Doesn't Insure Protit, 
Saves $46,000 Of Income Tax Liability 


ST. LOUIS—The importance of in- 
suring production instead of profits 
under a use and occupancy insurance 
program in order to avoid, in some 
situations, a substantial federal in- 
come tax problem is brought out in a 
special bulletin of Associated Indus- 
tries of Missouri. 

Basis for the bulletin is a ruling of 
the U. S. court of appeals, sixth cir- 
cuit, in Shakertown Corp. vs Com- 
missioner of Internal Revenue that 
fire insurance proceeds had been re- 
ceived by the manufacturer for loss of 
use and occupancy of the destroyed 
premises and not for profit loss. Hence 
the insurance payments were non- 
taxable gains from involuntary con- 
version. 

Shakertown Corp. owned two plants, 
one in Chehalis, Wash., and the other 
in Cleveland. It had regular fire pol- 
icies in effect in the amount of $215,- 
400 covering these locations. It re- 
covered $197,580.53 under these pol- 
icies, and there was no issue about 
this recovery, but it was referred to 
in connection with the U&O recovery. 


Had Two U&O Policies 


Shakertown had two U&O policies 
issued by Lloyd’s of London. The pol- 
icies were exactly alike, except one 
was for $4,000 per week and the other 
for $6,000, and they covered the two 
plants for “the use and occupancy of 
all buildings and/or structures and/or 
machinery and/or equipment con- 
tained therein upon the premises 
owned and/or leased and/or occupied 
by insured” against total suspension of 
business due to fire, etc., as well as 
partial suspension. For partial suspen- 
sion the insurer was liable for a pro- 
portion of the total weekly amount of 
$10,000 under the two policies as the 
“proportion of reduction in output 
bears to the total production which 
would, but for such partial suspension, 
have been obtained during the period 
of partial suspension.” 

The plant in Chehalis was complet- 
ly destroyed by fire, but the Cleveland 
plant continued to operate. During the 
policy period the insured reported at 
six month intervals to the adjuster 





Nationwide Endorses 
Government Help For 
Old Age Health Needs 


Directors of Nationwide Mutual 
group have adopted a resolution plac- 
ing the companies in support of “some 
ferm” of government program, based 
on the social security principle, to 
provide basic hospital and medical 
care for persons over age 65. 

The directors said they would con- 
tinue efforts to provide voluntary 
health coverages for older citizens in 
addition to what is provided through 
government programs. 

President Murray Lincoln of Na- 
tionwide Mutual said the thinking is 
not that government should do for peo- 
ple what they can do for themselves, 
“but we have a situation where the 
government must step in if basic 
medical care is to be made available 
to people who need it.” 

Mr. Lincoln said Nationwide group 
does not endorse any particular bill, 
having been aware of “this serious 
problem” before bills of the nature of 
the Forand plan were introduced. 

“With a proper balance of effort on 
the part of industry and government,” 
he said, “the building of a program to 
provide for every citizen’s health 
needs in his old age can be achieved.” 


the approximate net profits and 
charges for the previous 12 months. 
The adjuster in settling the loss used 
among other figures the net profits 
and fixed charges to determine the 
percentage of production or output 
lost because of partial suspension of 
business. 

The tax commissioner contended 
that the net effect of all this was that 
Lloyd’s insured the profits of Shaker- 
town and he assessed an additional 
income tax of $46,722. The settlement 
under the two Lloyd’s policies was 
$198,749. This amount, along with the 
$197,580 received from the regular 
fire policies, was within 12 months 
expended by Shakertown to build a 
new plant and was treated by Shaker- 
town as an involuntary conversion 
under section 112 (f) of the internal 
revenue act of 1939. 

It was pointed out that the lost 
profits in this case were $200,930, but 
that the settlement was for a smaller 
amount, which indicated the insur- 
ance was not against lost profits. The 
court held the insurance to have been 
against loss of production or output 
and that production is not necessarily 
profitable. Under these policies in- 
sured could have been operating at a 
loss and still be entitled to recover for 
loss of output or production. The opin- 
ion holds that where the adjuster 
used figures relative to net profits 
and fixed charges in arriving at per- 
centage of loss of production, this did 
not change the insurance from loss of 
use and occupancy to loss of profits. 

The opinion recognizes that loss of 
profits may be insured, as well as loss 





Sees Auto Cream Going 
Into Allstate Non-Can 


Greater New York Insurance Bro- 
kers Assn. has called on National Bu- 
reau and Mutual Insurance Rating 
Bureau “to realistically meet the com- 
petition” implicit in Allstate’s intro- 
duction of its non-can- guaranteed re- 
newable auto program in New York, 
and the extensive advertising in con- 
nection therewith. 

In letters to the bureaus, Mortimer 
L. Nathanson, chairman of the associa- 
tion, referred to the flood of proposed 
legislation publicized during the last 
legislative session in New York in 
connection with cancellation and un- 
derwriting procedures of auto insurers. 
He suggested that if a non-can program 
is adopted by all companies, adverse 
legislation based on passion and pre- 
judice may be forestalled. 





of output or production. The court 
said: “If these insurance policies in- 
sured loss of profits rather than loss of 
use and occupancy for the property 
destroyed, the proceeds are to be 
treated as taxable income. If, how- 
ever, the proceeds received constituted 
a payment for loss of use and oc- 
cupancy, as distinguished from loss of 
profits, they are properly treated as 
a non-taxable gain.” Associated Indus- 
tries of Missouri notes that determina- 
tion of the question accordingly de- 
pends upon the construction given to 
the provisions of the policies under 
which the proceeds are received. Be- 
cause it was held that the plain lang- 
uage of the policies did not insure 
against loss of profits, insured did not 
have to pay the additional $46,700 in- 
come tax. 
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O'Connor, U. S. Rep. 
Debate Forand-Type 
Bills In Chicago 


Proponents of Forand-type legis. 
lation propose a permanent govern. 
mental scheme as the answer to a tem. 
porary problem, E. H. O’Connor, man. 
aging director Insurance Economics 
Society, told Industrial Relations 
Assn. of Chicago at its annual meeting. 

Although scheduled to _ debate 
on the subject “Medical Care For 
Our Aged—Voluntary vs Government,” 
Mr.. O’Connor was not _ interrupted 
as he made his points because his 
opponent, Congressman Roman (, 
Pucinski of Chicago’s 11th congress- 
ional district, was at that moment 
circling Midway Airport in a vain 
attempt to land in bad weather. Rep. 
Pucinski finally did make it to the 
meeting—but so late that only five 
minutes of debating time were left 
before the meeting was forced to 
adjourn. 


A ‘Temporary’ Need 


Mr. O’Connor termed the present 
need for assistance for the aged “tem- 
porary” inasmuch as Health Insur- 
ance Assn. has estimated that by the 
end of this year 65% of older people 
who need and want such protection 
will be covered by voluntary health 
insurance, 80% will be covered by 1965 
and 90% by 1970. 

Mr. O’Connor’s address was almost 
identical to what he had presented be- 
fore many groups throughout the 
country, although he did bring those 
in attendance—all executives of 
various industries located in and 
around Chicago—up to date with re- 
gards to the many and varied pro- 
grams of medical care now pending 
in Congress. He concluded his pre- 
pared address by noting that the 
Mills proposal would cost about $325 
million a year—the estimated cost 
to the government being $185 million 
and that of the states $140 million. 

Mr. O’Connor said the government 
would provide funds for payments for 
benefits under an approved state plan 
in accordance with an equalization 
formula under which the federal share 
would be between 50% and 65% of the 
costs depending upon the per capita 
income of the state. This is the same 
formula now used for old age assist- 
ance payments. 

At this point, the long-awaited 
Rep. Pucinski arrived, bulging brief- 

(CONTINUED ON PAGE 37) 





Hagy Named To New 
Rain & Hail Post 


Emory J. Hagy has been appointed 
an assistant manager of Rain & Hail 
Insurance Bureau at the head office 
in Chicago. He will work in asso- 
ciation with B. Y. Morris and R. R. 
Wilkinson, assistant managers, and 
Clay F. Laude, manager. The appoint- 
ment is effective July 1. 

Mr. Hagy is a graduate of Okla- 
homa State University. He started 
with Rain & Hail Bureau in 1950 as 
special agent and adjuster in Kansas 
and Oklahoma, and more recently he 
has been field supervisor of the Kan- 
sas-Oklahoma division. 


The 1960 golf tournament of St. 
Louis Blue Goose will be conducted at 








Crystal Lake Country Club June 24 
under the direction of William R. Mc- 
Bride, Hanover, golf committee chair- 


man. 
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“| WANT 10 MILLION 
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We serve agents, brokers Sloyds 
and insurance companies. Sondon 





MEN FOR FRIENDS” 


Napoleon was no player in the minor league. He 
had a taste for things in large proportion. He was 
once credited with saying, ‘| want ten million 
men for friends.” 

Insurance is a business of people; it is also a 
business of numbers. People make it grow, num- 
bers make it big. Perhaps the secret of grandiose 
results in the arithmetical equation of this busi- 
ness is nothing more dynamic than the mere 
touch of friendship ... inspired by a high degree 
of confidence and stability. 

At Leo B. Menner & Company we have a par- 
ticularly interesting philosophy about insurance. 
It has nothing to do with size, or quantity or num- 
bers. But it has a lot to do with friendship. We 
like to feel that every recruit to our banner— 
whether it all starts by an inquiry, a personal visit 
or an order—enjoys a new and friendly business 
experience. 

Whatever the problem, we try to put things in 
their proper perspective. Large or small, each 
Lloyd's risk is a challenge to our particular brand 
of creativity. It is given personal attention, top 
priority. For here craftsmanship and friendship 
combine as a ‘way of life.’"’ The whole man is 
challenged by the whole job. 

We make mistakes, we are not perfect. But we 
believe it is a reasonable formula for making the 


“first million” friends, 


LEO B. MENNER & COMPANY, ine 


REINSURANCE + EXCESS AND SURPLUS LINES 
BOARD OF TRADE BUILDING * 141 WEST JACKSON BOULEVARD 


CHICAGO 4, ILLINOIS * PHONE — WEBSTER 9-7565 
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Perce In New Post; 


Three Others Named 
By Atlantic Mutual 


Atlantic Mutual has promoted Rob- 
ert M. Perce, vice-president, to a new 
post at the home office, where he will 
have general supervision of the pro- 
duction and business development 
activities of the companies on a nat- 
ional basis. Mr. Perce had been gen- 
eral manager of the midwest division 
in Chicago. 

Philip F. Ruth, who had been assist- 
ant general manager there, has been 
named vice-president to succeed Mr. 
Perce. 

John J. Mackowski, manager of the 
Detroit office, has been transferred 
to Chicago as assistant general man- 
ager of the midwest division. Suceed- 
ing Mr. Mackowski as manager at 
Detroit will be Richard Stratton. 

Mr. Perce, who joined the group 
in 1951, was appointed general: man- 
ager of the midwest division in 1952 
and vice-president and general man- 
ager of the division in 1955. 

Mr. Ruth has been with Atlantic 
since 1936 when the companies estab- 
lished the fire department. He was 
named assistant secretary in 1950, and 
assistant general manager of the mid- 
west division in 1955. In 1959, Mr. 
Ruth was appointed assistant vice- 
president. 

Mr. Mackowski joined Atlantic in 
1951. He advanced from marine state 
agent to branch manager at Detroit. 
Mr. Stratton joined the group in 1956. 


Agricultural Adopts 
New Budget Program 


Agricultural has introduced a new 
premium financing program known as 
Assured Budgeter Plan. Agents of Ag- 
ricultural, Anchor Casualty and Amer- 
ican Empire can finance accounts 
through Assured Service Corp., a group 
affiliate. 

The plan features prepaid commis- 
sions, low monthly payments, interest 
charges of 6% or less, with no other 
charges, and choice of payment terms, 
ranging from six to 36 months. 

Additional premiums of more than 
$15 can be budgeted with no down pay- 
ment and with no new agreement 
needed. 
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Vanderbilt Retiring 
From Hartford Fire 


William §S. Vanderbilt, vice-presi- 
dent and secretary of Hartford Fire, 
is retiring July 1 
after 40 years with 
the company. 

He joined Hart- 
ford Fire in 1920 
and was. elected 
assistant secretary 
in 1935, secretary 
in 1941, assistant 
vice-president in 
1950 and _ vice- 
president and sec- 
retary in 1953. 
During his career 
he supervised var- Wn. S. Vanderbilt 
ious specialty and agricultural cover- 
ages, and in recent years all lines in 
upstate New York. 

Mr. Vanderbilt is a past president of 
Rain Insurance Assn. and former east- 
ern chairman of Crop & Hail Insurance 
Assn. He served on the public rela- 
tions committees of National Board 
and of Eastern Underwriters Assn. 
He was also chairman of the former 
advertising committee of Hartford 
Fire. He is a director of Connecticut 
Chamber of Commerce, and a member 
of the national affairs committee of 
Greater Hartford Chamber. 

Mr. and Mrs. Vanderbilt, West 
Hartford residents for more than 30 
years, will retire to their Weston, Vt., 
farm. 


Oklahoma Pond Elects 
Hart Most Loyal Gander 


Willis A. Hart, American group, 
was elected most loyal gander at the 
annual meeting this month of Okla- 
homa pond of Blue Goose at Okla- 
homa City. Other officers elected were 
S. Allen Tillotson, Aetna Fire, super- 
visor; Harley J. Ballew, Oklahoma In- 
spection Bureau, custodian; Gordon 
D. Fransen, St. Paul F.&M., guardian; 
Malcolm McCarty, Home, keeper, and 
Leonard P. Gray, Oklahoma Inspection 
Bureau, wielder. 





Richmond (Va.) Assn. of Insurance 
Agents elected S. Strother Smith Jr., 
as president to succeed Ralph W. 
Howe. J. Robert Bond was named 
vice-president, and Ervin Hall secre- 
tary-treasurer. 
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Leslie Comments On 
Allstate's Non-Can 


William Leslie Jr., general manager 
of National Bureau, has replied to a 
letter from Mortimer L. Nathanson, 
chairman of Greater New York In- 
surance Brokers Assn., calling on 
bureau companies to “meet the com- 
petition “of Allstate’s non-can auto- 
mobile program in New York. 

Mr. Leslie said: “I believe a care- 
ful reading of the Allstate announce- 
ments and advertising concerning 
their non-cancellable program should 
furnish your members with plenty of 
ammunition to warn their clientele 
of important loopholes, for you will 
note that non-cancelability does not 
set in until 90 days from policy issu- 
ance, and even then is voidable for a 
series of specified circumstances. 

“T hope that most of your members 
have been doing business with reli- 
able bureau companies who do not 
emerge in initial screening of risks by 
means of wholesale cancellation. Some 
of our competitors have,’ Mr. Leslie 
said. 

He noted that National Bureau and 
National Automobile Underwriters 
Assn. are developing a soundly based 
competitive automobile program and 
expect to introduce this tested pro- 
gram in other states when results to 
date have been studied. 


Midland National Examined, 


Claim Reserves Excess Noted 


The Illinois department has com- 
pleted its examination of Midland 
National of Chicago for the period 
Jan. 1, 1957-Dec.31, 1959. 

At the latter date, Midland Nat- 
ional had a net surplus of $361,071 
and capital of $360,000. Admitted 
assets amounted to $2,935,832 and the 
company was in a highly liquid po- 
sition with 59.9% in bonds, 26% in 
cash and bank deposits, 4.4% in stock, 
7.4% in reinsurance recoverable and 
only 1.8% in agent balances. 

Kurt Hitke is president of Midland 
National. Vice-presidents are Wil- 
liam K. O’Connor and John H. Buck- 
ley; secretary, Robert L. Dahme, 
treasurer, Robert K. Hitke, and Louis 
Ginzer, assistant treasurer. 

The examiners note that the ret- 
rospective development run on claims 
open Dec. 31, 1958, with development 
of Dec. 31, 1959, indicated an over-all 
excess of 24.3% for the 1958 open 
claim reserve and that there had been 
no change in the reserve practices 
in 1959, indicating a similar excess 
in reserves at the end of last year. 


Allen Wins First Annual 
Award Of N. C. Field Club 


Stock Fire Insurance Field Club of 
North Carolina has given its first an- 
nual award for distinguished service 
to Michael G. Allen, Loyalty group. 

The new award is entitled the “Cap” 
Smith Trophy in honor of K. R. Smith, 
state agent Hanover. 

Mr. Allen joined Firemen’s after 
the war and moved to the North Car- 
olina field in 1955. He was program 
chairman of the field club last year. 

Nominations for the award are made 
by secret ballot of the entire member- 
ship. 


Akron-Canton CPCUs Elect 


Akron-Canton (O.) CPCU chapter 
has elected Charles L. Horn, Canton, 
president; James A. Ward, LeRoy, 
vice-president; Richard K. Jones, 


Wooster, secretary, and Dale M. Hol- 
wick Jr., Canton, treasurer, 
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Sargent Is Chief 
Jefferson Officer 
As Wollner Retires 


Joseph W. Sargent, president of Jef. 
ferson, has been named chief execu. 
tive officer, fol- 
lowing the retire- 
ment of Max Wol- 
Iner, as chairman. 
John H. G. Pell, 
managing partner 
of the New York 
investment coun- 
sel firm of the 
same name, has 
been named chair- 
man _ to_ succeed 
Mr. Wollner who 
continues as a di- 
rector and trustee. 

Hans R. Pollak has been appointed 
vice-president and treasurer. 

Mr. Sargent began his insurance 
career in 1925 with Scottish Union. He 
joined Home in 1942, and in 1948 be- 
came underwriting manager of the 
eastern division. He later became head 
of fire and allied lines underwriting for 
London Assurance and then deputy 
U.S. manager of that company and ex- 
ecutive vice-president of Manhattan 
Fire & Marine before joining Jeffer- 
son in 1957. 

Mr. Pell was active in estate manage- 
ment before forming his investment 
counsel firm. Mr. Pollak has held var- 
ious positions in Europe and the middle 
east for Adriatic. 





Joseph W. Sargent 


Nationwide Enjoined From 


Using Word ‘Securance’ 


Temporary injunction has_ been 
granted to restrain Nationwide Mu- 
tual, Nationwide Life, Nationwide Mu- 
tual Fire, Heritage Securities and Ap- 
proved Finance from using the word 
“Securance.” The suit was filed in 
Sandusky County common pleas court 
at Woodville by L. P. Younker and H. 
L. Howard and Securance Service, 
Woodville. They asked in court to pro- 
tect the mark “securance’’ they have 
been using in the sale of insurance 
and insurance service since Aug. 1, 
1956. They state the word is a com- 
bination of the words “security” and 
“insurance” and seek the exclusive 
right to continue using it. 


St. Paul F.6M. Appoints 


St. Paul F.&M. has appointed Fran- 
cis M. Mitchell marine special agent 
in Chicago where he will work with 
Chicago Manager E. R. Sherwood. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 








XUM 


june 3. 


Gene 
Custe 


The p 
insurer’s 
tional ad’ 
the name 
This situ 
cently te 
Thornbu! 
al, decla 
meeting 
ing Gene 
A. L. 

chusetts 
cessful 

interests’ 
pany. He 
and med 
afford t« 
operate 1 
pear thi 
the gene 
cult to re 
Lewis 
National 
zation’s 

particula 
tion of 

threat to 


Unforese 


Nucled 
seen de 
ed. Alre 
industri 
active m 
abreast 
tory reg 
sential t 
ordinanc 
part of t 
Reed | 
presiden 
Jr, Atla 
John H. 
George 
presiden 
Francise 
committ 
renamec 


Brand J} 


In_ hi: 
Thornbu 
preferen 
general 
It empl 
quality 
producti 
be diffi 
is estab] 
This | 
managir 
the con 
sufficier 
Well dis 
use of 
Each ec 
to work 
Mr. The 
Since 
ically ui 
reevalu: 
gram in 
lish a ¢ 
minds o 
tential 
(reating 
peal to 
of cour 
forman: 


New Er 


The 

Supplen 
Uonal ¢ 
Sonal c; 
‘final s 
ed this 
agents. 
He d 








196) 


Jef. 
cecu- 


been 
Mu- 
Mu- 
Ap- 
word 
1 in 
-ourt 
d H. 
vice, 
pro- 
have 
‘ance 
2. 
com- 
and 
usive 


1475 





june 3, 1960 


The public is becoming aware of 
insurer’s brand names through na- 
tional advertising, and agents will find 
the name of the company represented. 
This situation was confined until re- 
ently to the life business, Sedgley 
Thornbury, vice-president Agricultur- 
a, declared in a talk at the annual 
meeting of American Assn. of Manag- 
ing General Agents at Sea Island, Ga. 
A. L. Peirson Jr., president Massa- 
chusetts Bonding, traced the unsuc- 
cessful attempts of “New England 
interests” to gain control of his com- 
pany. He warned that if many small 
and medium companies, which cannot 
afford to use branches and therefore 
operate through general agents, disap- 
yar through merger or acquisition, 
the general agents will find it diffi- 
cult to replace their markets. 

Lewis A. Vincent, general manager 
National Board, traced that organi- 
zation’s contributions to the business, 
particularly with respect to preven- 
tion of catastrophic losses—the chief 
threat to underwriters. 


Unforeseen Developments 


Nuclear progress will bring unfore- 

sen developments, Mr. Vincent not- 
ed. Already, a surprising number of 
industrial concerns are using radio- 
active materials. It is possible to keep 
abreast of such changes. Where statu- 
tory regulation is necessary, it is es- 
sential that properly drawn codes and 
rdinances be made available. This is 
part of the board’s work. 

Reed Penington, Denver, was named 
president to succeed Langdon C. Quin 
Jr, Atlanta. Other officers named are 
John H. Crowther, Minneapolis, and 
George W. Hardin, Jacksonville, vice- 
presidents; and John A. Bunting, San 
Francisco, chairman of the executive 
committee. B. L. Udell, Phoenix, was 
renamed secretary-treasurer. 


Brand Name Significance 


In his analysis of marketing, Mr. 
Thornbury declared that brand name 
preference has great significance for 
general agents as well as companies. 
It emphasizes that appointments of 
quality agents, and the continuing 
production of profitable volume will 
be difficult unless a company’s name 
is established. 

This is not only a problem for the 
managing general agency, but also for 
the companies which do not have a 
sufficient national volume and a large, 
well distributed sales force to justify 
use of national advertising media. 
Each company of this type will have 
‘0 work out its own course of action, 
Mr. Thornbury observed. 

Since his company cannot econom- 
ically use consumer advertising, it has 
teevaluated its institutional ad pro- 
gram in the insurance press to estab- 
lish a definite corporate image in the 
minds of the maximum number of po- 
tential agents. Agricultural is also 
‘eating an atmosphere that will ap- 
deal to present agents. This campaign, 
of course, will be backed up by per- 
iormance. 


New Era For General Agents 


The new advertising will also be 
supplemented by direct mail promo- 
Nonal effort and the continuing per- 
Sonal calls of field men who make the 
‘final sale.’ Mr. Thornbury commend- 
td this approach for use by general 
agents. 





He declared that the idea of product 
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General Agents Given Marketing Facts; 
(ystomers Learning Company Brand Names 
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essary for this job, and they will 
probably have to work more closely 
with their companies in sales planning 
and development. Frequently, small 
local companies “take the ball” on a 
particular item, and make real inroads 
in the better agencies for the better 
business. Companies like his are think- 
ing more and more on this regional 
basis, Mr. Thornbury noted. 


Must Capitalize On Flexibility 


uniformity is dying out, and this era 
of individuality presents many prob- 
lems to general agents who must adapt 
their operations. In all probability, the 
package policies of the various com- 
panies they represent will not be the 
same. The general agency field men 
will have a tough job promoting the 
advantages of one over the other. The 
general agency may need a field man 
for each company it represents. Even- 
tually, it may represent fewer com- 
panies, and it is conceivable that some 
general agencies will need only one. 

Package policies will be tailored to 
regional needs, Mr. Thornbury be- 
lieves. Some will sell in several states, 
but not in others. This means that the 
general agent, supervising a state or 
group of states, will have to be close 
to the market. He will have to let his 
companies know what is needed and 
what will sell at a profit. 

Many general agencies probably do 
not have the talent and the staff nec- 


His company must capitalize on its 
advantage of flexibility. It must use 
ingenuity and make major decisions 
reasonably fast to avoid being caught 
between the giants and the small but 
aggressive independents. 

Through discussions with their com- 
panies, general agents can develop 
new policies and new coverages that 
will enhance their own and their com- 
panies’ position. The general agents 
can explore new markets and how to 
reach them. They must become a part 
of the management team. In doing so, 
they will not lose their independence. 
They will become an indispensable 
part of management. 

Agents and companies can argue 

(CONTINUED ON PAGE 36) 


National Fire Names 
Grigsby And Maberry 
To Head Detroit Office 


W. H. Grigsby and T. B. Maberry 
have been appointed associate man- 
agers of Detroit-Wayne County and 
eastern Michigan for National Fire. 

Mr. Grigsby was with Ohio Inspec- 
tion Bureau from 1951 to 1954 when 
he joined National as special agent in 
northeast Ohio. In 1957 he was trans- 
ferred to Toledo to open a new field 
office and he was promoted to state 
agent in 1958. 

Mr. Maberry had home office and 
field experience with another com- 
pany before joining National in 1956 
as special agent in Oklahoma. In 1958 
he was promoted to state agent in 
Tennessee. 


Continental Cas. Names Carroll 

Continental Casualty has appointed 
Thomas Carroll engineering manager 
at Detroit, replacing Joseph Oster- 
man, who has been transferred to 
Cleveland. Mr. Carroll has had 15 
years experience in engineering and 
safety work. 
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This free booklet, “WILL YOUR YOUNGSTER GO TO COLLEGE?” — | 
Prudential’s Pocket Guide to College Costs, is a big factor in 
helping many brokers sell more education insurance. It dra- | 
matically points out to your clients that they must act now to | 
guarantee funds for a youngster’s college education. It also lists 
the costs of tuition, fees and room and board at more than 200 
colleges and universities in the U.S. and Canada. This free 
Prudential booklet is one more example of the way Prudential’s 
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Brokerage Service helps you win your share of the growing | 
education insurance market. For your copy of this helpful sales 
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G. D. Suter Retires 


After 25 Years With 
Ark. Rating Bureau 


LITTLE ROCK—George D. Suter, 
assistant manager Arkansas _ Inspec- 
tion & Rating Bureau, has retired 
after serving with the organization for 
more than 25 years, first as its chief 
engineer and ultimately as assistant 
manager. 

Mr. Suter started his career with the 
National Board in 1919 in New York 
on return from service in World War 


HieNATIONAL UNDERWRITER 


I. When the Chicago office was opened 
in 1920, he was assigned there until 
1925 when he joined the Arkansas 
bureau as chief engineer. 

In 1935, he resigned from the bur- 
eau to join Cotton Engineering & In- 
spection Service, New York. In 1948, 
following the death of the late T. F. 
Baker, he returned to the Arkansas 
bureau in a managerial capacity. 

Fontron-Fee agency cf Hutchinson, 
Kan., has moved into its own build- 
ing, a new $60,000 downtown structure 
at 30 West Sherman Street. 
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Primary Coverage in Illinois 


® Owners, Landlords & Tenants Liability 
e Plate Glass 50 50 & full coverage 

e Manufactuters and Contractors 

e Workmen’s Compensation 


e Physical Damage retrospective contract 


e¢ Manual rates on Primary Coverage 


A member of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, Illinois 


© Independent Contractors 
® Garage Liability 
@ Liquor Liability 


A multiple line stock company 
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America Fore Loyalty 
Advance Seen In 1960 


J. Victor Herd, chairman of the 
America Fore Loyalty group, predicted 
underwriting profits for the companies 
in 1960, an investment income of 
about $3.60 per share, and a total per- 
share income in the $4 to $5 range. He 
told the financial men that Continen- 
tal’s strategy in the past five years has 
been to wait out the down side of the 
underwriting cycle and at the same 
time to simplify operations by absorb- 
ing into the group companies acquired 
during that period. 

Mr. Herd told how the “‘double-head- 
ed monster’—America Fore and Loy- 
alty—had had two separate stockholder 
groups and four separate structures in 
tax treatment. With the groups now 
working as a single operation, an in- 
crease in efficency has resulted. 


Notes Decentralization Trend 


Mr. Herd noted a trend toward de- 
centralized operations in the group. 
He said automation had made semi- 
autonomous regional offices possible. 

In a question and answer period, 
Mr. Herd was asked about the possi- 
bility of Continental buying a life com- 
pany. He said Continental could fi- 
nance such a move only by an ex- 
change of stock. Since the company is 
now selling at a discount, such an ex- 
change would be disadvantageous to 
stockholders, Mr. Herd said. He added 
he did not rule out the idea, however. 

Asked how well his company’s in- 
vestment portfolio stood up against 
the fall of the market in the first 
months of 1960, he reported that net 
asset value per share dropped from 
$66.31 on Dec. 31, 1959, to $62.10 at 
the end of March, 1960, but part of 
the loss has been recovered since then. 


$525,000 Judgment Against 
Single Individual Awarded 


In Mich. Injury Suit 


FLINT—What is believed to be the 
largest damage award ever granted 
in Michigan in an injury case was 
recorded in Genesee county circuit 
court here last week. Judge Louis D. 
McGregor awarded a $500,000 default 
judgment and a supplemental $25,000 
judgment for medical and _ hospital 
expense to the father of a 16-year-old 
boy wounded in a freakish accidental 
shooting. The judgments were against 
Jack O. Morgan, a local factory work- 
er. He admitted to officers that a .22 
calibre rifle was fired accidentally by 
him while he was cleaning it in a bed- 
room of his home. The bullet went 
through a thin wall and struck Gordon 
T. McManus, a playmate of Morgan’s 
son. The bullet lodged in the youth’s 
brain and physicians say it cannot be 
removed. It has incapacitated the boy. 
Judge McGregor ruled Morgan was 
guilty of gross negligence. The suits 
filed had asked aggregate damages of 
$2 million. 


St. Paul F.6M. Makes 


Five Florida Changes 


St. Paul F.&M. has made five 
chahges in Florida. Florida manager 
Austen D. Brown has moved from 
Tampa to Jacksonville. State Agent 
E. J. Smith will handle the central 
territory from Orlando. Special Agent 
G. L. Parker has been transferred 
from Tampa to Ft. Lauderdale where 
he will assist State Agent R. W. Bar- 
rett. State Agent J. B. Black will 
supervise southwestern Florida from 
Tampa. State Agent F. W. Brundick 
III will travel north Florida from 
Jacksonville. 
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N.E. Mutual Fire Assn, 
Elects Goff President 


Francis S. Goff Jr., vice-president 
and secretary Providence Mutual Fire 
was elected presj- 
dent of Mutua}! 
Fire Insurance} 
Assn. of New Eng- | 
land at its annual | 
meeting in Boston, | 
He succeeds Har- 
vey MacArthur, 
president Quincy 
Mutual Fire. 

Arthur W. Ben- 
son, Pawtucket 
Mutual, and R. 
Burton Forbes, 
Attleboro Mutual 
Fire, were named vice-presidents. 

Raymond B. Morrison, Holyoke Mu- 
tual Fire, was elected to the executive 
committee. 

Renamed as staff officers were Wil- 
liam N. Woodland, executive vice-pres- 
ident, secretary and treasurer; Wesley 
G. Angell, vice-president, and Ethel M. 
Pratt, assistant secretary and assistant 
treasurer. 


Would Amend Nuclear Act 


Atomic Energy Commission has 
recommended to the joint committee 
on atomic energy that the atomic 
energy act be amended to eliminate 
liability coverage for damage to prop- 
erty at the site of and used in con- 
nection with a “licensed activity.” 
The indemnity would continue to cov- 
er such liability for damaged property 
at the site of an AEC “contract activi- 
iw.” 

The proposal was submitted for in- 
clusion in a so-called atomic energy 
omnibus bill. 





Francis S. Goff Jr. 
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WHATEVER YOUR CLIENT WANTS... Life or Accident 
& Sickness, individual or group, for firm or family ... New York Life 
has a plan for him that pays you attractive commissions. 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
...SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


. «+ plus New Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 


+ matic method of paying premiums through 


a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modern salary allotment 
plan. 


... plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e Family Endowment Plan 
e Whole Life (Minimum $10,000) 
e Life Modified Three (Minimum $5,000) 


e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 


e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 


e Whole Life with Family Protection 
Benefit (Minimum $10,000) 


e Family Life Insurance 

e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e Family Income and Mortgage 


Protection Riders 20 years and to 
Age 65 


e Mortgage Protection Term 
(Minimum $5,000) 


e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 





New York Life Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


e Endowments—10, 15, 20, 25, 30 and 
Endowments at ages 60 and 65 


e Retirement Income Endowments at 
ages 60 and 65 


e Annual Premium Retirement Annuity 

@ Single Premium Life and Endowments 

e@ Single Premium Annuities 

e Modified 10 Year Term— Whole Life 
(Minimum $10,000) 

e 2, 3, 4, and 5 year term— Whole Life 
(Minimum $10,000) 

e Ten and Twenty-Year Term Riders 

e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 

e Income Security—10 to 50 years 
decreasing term insurance 


e Pension Trust and Profit-Sharing .. . 
a complete line of individual insurance 
and annuity contracts 

e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 

Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 


(a> 


a ‘‘Eager to serve’’ 





Life Insurance + Group Insurance + Annuities + Accident & Sickness Insurance + Pension Plans 





Advocates Return 
To Fundamentals Of 
Loss Adjustments 


A return to the fundamentals of 
loss adjustment practices was advo- 
cated by B. P. L. Carden, general ad- 
juster of the National Board, who ad- 
dressed National Assn. of Independent 
Insurance Adjusters at Colorado 
Springs. Too many adjusters today, 
he said, are more interested in making 
money rather than earning it and they 
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tend to ignore the fundamentals for 
the sake of saving time. 

Mr. Carden outlined the basic qual- 
ifications in making sound loss ad- 
justments. Of primary importance, he 
said, is a knowledge of the insurance 
contracts to determine whether the 
claim comes within the coverage. Of- 
ten adjusters are confused by ques- 
tions of coverage, and they arrive at 
their decisions without making in- 
quiries of the company. They fear that 
displaying a lack of knowledge belittles 
them. He urged his listeners to forget 
such fears and not to hesitate to solicit 
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is something you feel 
in a handshake. Hea 
in a phone call. See 
in a report. You can 
sense it, too, in an 
organization like The 
Fund Insurance Com- 
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policies that are easy 
to sell, easy to write. 
Look at the range of 
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the company’s instructions on all oc- 
casions of doubt. 

The adjuster must have the ability 
to prepare his own figures on a loss 
or to check out insured’s figures. Of- 
ten adjusters will delegate this func- 
tion to someone else, possibly be- 
cause they don’t know how to do it 
themselves or they don’t have the time. 
Because the business is competitive, 
few adjusters will decline an assign- 
ment even though they are deluged 
with work. “Too many losses can re- 
sult in too little time devoted to each 
loss, and too little time on a loss can 
only result in poor adjustments, which 
are not in the best interests either of 
the companies or of the insuring pub- 
lic,” he declared. 

Mr. Carden espoused the old-fash- 
ioned method of preparing figures, in 
which the adjuster, in consultation 
with insured, determines the scope of 
the work to be done and prices the 
work in accordance with the repair 
costs. Upon reaching a loss figure, the 
adjuster informs insured that he has 
the privilege of bringing in his own 
expert. Today, too many adjusters 
bring in experts to prepare the figures 
and determine the work to be done. 
This gives insured the impression that 
he has no responsibility himself in the 
matter. Mr. Carden said he was not 
inferring that experts should not be 
used, but that he was reproaching the 
increasing dependence on them. 


Not Always Followed 


Although companies desire inspec- 
tion of any loss assigned to an adjust- 
er, this basic requirement is not always 
followed, he lamented. If adjusters 
have not been able to inspect losses, 
he said he trusted that they would 
indicate this on the closing papers. 

A number of proofs of loss contain 
no information pertaining to value, or 
if they do, the figure used is the same 
as the amount of the policy, Mr. Car- 
den declared. “Obviously, this can be 
correct but in a few instances,” he 
said. 

Discussing the handling of salvage 
by adjusters, he exhorted his listeners 
never to personally dispose of salvage 
unless specifically instructed to do so 
by the company. Sound adjusting prac- 
tices, he said, call for company-owned 
salvage facilities. 

Adjusters who take advantage of 
replacement cost coverages by disre- 
garding the potential repair possibil- 
ities can cause trouble. “Replacement 
cost coverages do not eliminate the 
propriety of repairing damage when 
this can be done satisfactorily,” he 
warned. 

As a summation of his talk, Mr. Car- 
den presented a number of recom- 
mendations for sound adjustment prac- 
tices made by the National Board 
committee on adjustments. 


Gold Recommends Single 
Unit For Assigned Risks 


Revision of the compulsory automo- 
bile insurance law in North Carolina 
to provide for a single insurer to handle 
all assigned risks was recommended 
by Commissioner Gold in a talk be- 
fore the Greensboro Kiwanis Club. Or, 
he suggested, the insurers writing as- 
signed risks in the state could form 
such a company. The compulsory auto 
law’s term on the statute books ends 
next year. 

Mr. Gold said he recommended a sin- 
gle insurer for assigned risks because 
the present method of handling them 
by individual insurers is confusing 
and scatters the statistics among com- 
panies operating throughout the coun- 
try. The AR data thus is never readily 
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Health Insurance 
Needs Are Equal 
To Life: Osler 


Integrated programming of life and 
health insurance is essential to pro- 
tect families when the breadwinner 
becomes physically or economically 
dead, said Robert W. Osler, president 
of Underwriters National, at the an- 
nual convention at Chicago of Inter- 
national Assn. of A&H Underwriters, 

Agents don’t know what a poor job 
they are doing until they realize what 
can be done when they integrate life 
and health programming, he said. “The 
biggest mistake being made is the 
presentation of life and health insur- 
ance as two different things. When 
you do, you emphasize one at the ex- 
pense of the other, and there are no 
priorities as between life and health 
coverages—no priorities because they 
are equal to each other.” 


States Basic Problem 


The basic problem confronting fam- 
ily security is not death nor disabil- 
ity, but rather loss of income. “What 
causes the loss makes no earthly dif- 
ference in the economic result,” he 
declared. 

In enumerating the income needs 
when a man dies, he led off with the 
clean-up fund, remarking that “It is 
impossible to set up a sound clean-up 
fund with life insurance alone.” The 
first expenses are usually for funeral, 
lot and marker, but there are usually 
unknown bills, too. Since most men 
don’t die instantly, they create addi- 
tional expenses of doctors, nurses, 
drugs and hospitalization. These ex- 
penses are always unknown and can- 
not be handled with a fixed fund. 
Therefore, medical expense coverage 
is needed. 

If a man has a mortgage life policy, 
he said, it is only logical that he should 
have mortgage health protection. “Are 
you going to stand there and say to 
the man, ‘If you die, I’ll take care of 

(CONTINUED ON PAGE 29) 
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Your client’s confidence is your 
most valuable asset. Where 
property values are in question, 
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North America Names 
Boggs Ad, PR Manager 


North America has named Samuel R. 
Boggs II public relations and advertis- 
ing manager. He 
succeeds Frank G. 
Harrington Jr., 
who was recently 
named secretary. 

Mr. Boggs joined 
the public rela- 
tions depart- 
ment in 1955, and 
in 1957 he was ad- 
vanced to assistant 
department man- 
ager. Before join- 
ing North Amer- 
ica, he was with 
duPont Co. as a sales correspondent. 
Prior to that, he was with Thomas 
Cook & Son as a director of European 
travel. He is a graduate of North Amer- 
ica’s school for agents. 


Market Men’s Mutual Suit 
Settled For $100,000 


Two breach of contract suits total- 
ing $900,000 against Market Men’s 
Mutual of Milwaukee and several of 
its officers have been settled for $100,- 
000. 

The plaintiffs were Leonard A. Wolf 
of St. Paul and Raymond E. Johnson 
of Milwaukee. Mr. Wolf asked $750,- 
000 for breach of contract and $6,031 
in unpaid commissions and an injunc- 
tion to restrain the company from 
interfering with his business opera- 
tions in Minnesota. Mr. Johnson ask- 
ed for $150,000 damages and termina- 
tion pay, charging that Market Men’s 
Mutual intended to take control of a 
credit union business he organized in 
Wisconsin and Kansas. 

The settlement also includes dis- 
missal of Mr. Wolf’s suit in which he 
accused five insurance men of having 
conspired to deprive policyholders of 
control of the Market Men’s Mutual. 
These defendants included M. R. Pol- 
land, L. E. Fonteine, H. M. Gilboy, 
P. J. Fox, and Peter Poland, son of 
M. R. Polland, and Market Men’s 
Management Agency of Milwaukee. 

The $100,000 settlement is reported 
by the papers as being perhaps the 
largest ever paid in Milwaukee in a 
breach of contract action. 


Minn. CPCUs Elect 


Minnesota chapter of CPCU has 
elected Robert E. Armstrong, State 
Farm Mutual, president. Others 
elected are Richard A. Franzen, Wirt 
Wilson & Co., vice-president; Roland 
H. White, Anchor Casualty, secretary, 
and Frank I. Butterworth, Maryland 
Casualty, treasurer. 

New Wis. Company Licensed 

The Wisconsin department has given 
a license to Capitol Indemnity of Madi- 
son, a multiple line company that was 
organized last September and _ has 


Samuel R. Boggs II 
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sold 212,000 shares of stock at $2.50 
a share, mostly to agents, attorneys 
and contractors. 

George A. Fait is president and 
chairman; F. E. Lathrop is vice-pres- 
ident, and Fred Rolfsmeyer is secre- 
tary and treasurer. Mr. Lathrop has 
been in bond departments in Wiscon- 
sin of Maryland Casualty and Hart- 
ford Accident. 

Several of the directors are in the 
agency business in Wisconsin. 


Collects On Auto Medical 
After Expenses Are Paid 


For Free VA Hospitalization 

LITTLE ROCK—Arkansas supreme 
court has ruled that an insurance 
company must pay medical benefits 
to which an insured is entitled even 
though he may have been eligible for 
free medical care at a veterans admin- 
istration hospital. The decision is sim- 
ilar to rulings of this kind in several 
other states. 

Mrs. Verna Fuller, Bonita, Ia., was 
hospitalized in Little Rock following 
an automobile accident. Mrs. Fuller, a 
service veteran, was admitted to the 
VA hospital after signing a form stat- 
ing that she was unable to pay the 
expenses of her hospitalization, which 
amounted to $1,681. At the request of 
the VA, she later paid the bill out of 
funds obtained through settlement of 
a personal injury damage suit. 

At the time of the accident, Mrs. 
Fuller’s husband, who died in the ac- 
cident, carried a family auto policy 
with State Farm Mutual which in- 
cluded medical payments coverage. 
After she had paid the VA hospital 
bill, Mrs. Fuller sued State Farm Mu- 
tual for the amount of the bill, a pen- 
alty and attorney’s fees. The company 
denied liability on the ground that 
Mrs. Fuller had not “incurred” the 
expense herself, that she was a vet- 
eran entitled to free care, and that the 
VA was without authority to make any 
charges against her for the hospital- 
ization. 

In a 7-0 majority opinion written 
by Associate Justice J. Seaborn Holt, 
the court cited a Wisconsin supreme 
court decision which held that a pol- 
icyholder was entitled to recover from 
an auto insurer even though Blue 
Cross-Blue Shield had already paid 
his medical expenses. The Wisconsin 
court held that a policyholder could 
collect from an auto company because 
Blue Cross-Blue Shield had “incurred” 
the costs in consideration for quarterly 
premiums paid by him. In the same 
way, Justice Holt said, the govern- 
ment “incurred” the hospital costs of 
Mrs. Fuller in consideration of her 
services in the armed services. 


GAB Changes In Md. 

The Easton, Md., office of General 
Adjustment Bureau has been raised 
to branch status, and Charles H. Lewis 
has been appointed manager. 
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Johnson At Macon 
For North America 


North America has appointed Don- 
ald M. Johnson manager of the Macon, 
Ga., processing office. He succeeds 
George H. Heller, who resigned to en- 
ter another business. 

Conley-Myers agency of Columbia, 
Mo., has been formed by a merger of 
Conley-Myers agency and Standard 
agency. Co-managers are H. H. Trice, 
owner of Conley-Myers, and George 
F. King, secretary of Standard. 
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LOSS PREVE 
SERVICE 
an IMPORTANT part of 


OFFSHORE OIL 
INSURANCE 


INSURANCE AGENTS and brokers know 
the importance of experienced handling in 
arranging proper coverage, and how much 
proper servicing of losses can mean to the 
insured. In most cases they will recommend 
placing the insurance on offshore oil drilling 
and. production equipment with a special- 
ized market such as Southern Marine which 
is located in the hub of the oil industry in 
the Western Hemisphere. 


LEE M. STENTZ 
Vice President 


Western Casualty Plans 
To Increase Its Capital 


Directors of Western Casualty have 
voted an increase in the authorized 
capital from $3 million to $5 million, 
subject to approval of the stockholders 
at a special meeting in July. The 
change would increase the authorized 
stock to 1 million shares of $5 par from 
the 600,000 shares presently outstand- 
ing. 


The Meritmatic auto plan of Zurich 
has been approved in Maryland. 
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Important too is Southern Marine’s unique 
Loss Prevention Service. It is geared to work 
with the insured in preventing loss in an 
effort to (1) reduce future insurance costs, 
and (2) prevent equipment down-time. Even 
with full reimbursement for loss or damage, 
equipment down-time for repairs knocks out 
income. Ask those who use our Loss Pre- 
vention Service how well it works for the 
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CPCU Annals Contributors Eye Various 
Phases, Problems Of Safe Driver Plans 


The 1960 edition of Annals, pub- 
lished by Society of CPCU, contains a 
discussion of the safe driver plan in- 
troduced in California. O. D. Dicker- 
son, associate professor of insurance 
of Florida State University, contrib- 
uted a probability analysis of the plan. 

He points out that from a theoretical 
standpoint almost every merit rating 
plan has foundered on the fact that 


Through 


The 


there is little or no credibility to a 
pure premium based on an exposure 
unit of one car. The typical driver will 
have a compensable accident about 
once every 12 years. An accident free 
period of 20 years is no guarantee that 
a driver is better than average. The 
safe driver plan was adopted, not on 
the basis of the statistical credibility 
of a one car exposure unit, but be- 
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cause of marketing, competitive and 
public relations motives. 

An actuary might shudder at the 
thought of computing a pure pre- 
mium on the basis of a single expo- 
sure unit. The logical outcome of this 
approach would be for each insured 
to pay his own losses—the antithe- 
sis of insurance. Thus the safe driver 
plan cannot be justified on the basis 
of conventional rate making tech- 
niques which use various bases of 
classification within which to analyze 
accident frequency and severity. It is 
not possible for the thing analyzed to 
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be also the basis of classification, Mr, 
Dickerson observes. However, there 


is another approach to the plan which 
has logical merit. 

If it is assumed that there are two 
or more classes of driver in the pop- 
ulation, the plan can be regarded as a 
device for determining, on the basis 
of the observed accident record, the 
class to which the driver belongs. Ac- 
tually, it must also be assumed that 
every sub-classification by territory 
and classification factor may be di- 
vided into these two or more classes, 
since the plan is superimposed on the 
existing system. Then, a mathematica] 
model can be set up on the nature of 
these classes, and it can be deter- 
mined how well the plan succeeds in 
identifying the poor drivers and charg- 
ing them an appropriate premium, Mr. 
Dickerson stated. 

William H. Erwin, vice-president of 
Pacific Employers, points out that the 
safe driver plan is as controversial an 
issue as has ever been presented to 
the automobile insurance business, 
and a company “consensus viewpoint” 
would therefore be an impossibility. 
This is apparent upon examination of 
only a few of the many variations of 
the safe driver plan that non-bureau 
companies have adopted. In view of 
the variations—and some of them are 
important—Mr. Erwin discussed only 
the basic and more important points 
of the plan that insurers in general— 
and specifically the smaller non-bu- 
reau companies—might take into ac- 
count before adopting the safe driver 
plan. 

At the outset, the safe driver plan 

(CONTINUED ON PAGE 30) 





Klos Inland Adjusters Manager 
H. James Klos is the new manager 
of Inland Adjusters of Philadelphia. 
A graduate of Lehigh University in 
1949, Mr. Klos was with Employers 
Liability and Toensmeier Adjustment 
Bureau in Philadelphia until 1953 when 
he became claims supervisor of Fire- 
man’s Fund there. In 1957 he was 
transferred to the southern department 
of the Fund as administrative assist- 
ant in the claims unit. 
Kansas Clains Assn. Elects 

Kansas Claims Assn., at the spring 
meeting in Lawrence, elected A. C. 
Dyer, Agency Claim Service, Kansas 
City, as the new president. Casualty 
vice-president is R. L. Piper, North 
America, and fire vice-president W. J. 
Schultis, Farmers Alliance. Rudolph 
Bock, Employers Liability, is secretary, 
and Norman Spurlock, Farm Bureau 
Mutual of Manhattan is treasurer. 

The association, now in its eighth 
year, has 195 members. 

Mrs. John Dunbar of Robert Cross 
agency has been elected president of 
Insurance Women of Eugene, Ore. 
Mrs. Albert Queen, General Adjust- 
ment Bureau, is vice-president; Mrs. 
Mark Cook, Allan & Cook, adjusters, 
secretar,, and Mrs. Melvin Drews, 
Farmers Exchange, treasurer. 
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INSURANCE LIBRARIANS TOLD 
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|Terminological Chaos’ 
Costs Industry Money 


Should there be a contest among 
the various branches of insurance— 
\jife, health, fire marine, casualty, 
bonding, and the rest—as to which 
jhas the most confusing terminology, 
}the judging would be most difficult 
because “all insurance seems to have 
; succeeded in attaining terminological 
chaos,” said President Davis W. Gregg 
lof the American College of Life Un- 
derwriters at the insurance division 
luncheon during the meeting of Spe- 
cial Libraries Assn. at Cleveland. 
“Insurance is plagued by an infer- 
nal and exasperating jungle of con- 
fusing terminology,” he said. “Our 
‘mixed-up’ language is taking a heavy 
toll along many lines: Countless sales 
are lost because the public doesn’t 
know what we are trying to say about 
our products and services. Manpower 
development costs are doubled or 
trebled because trainers and teachers 
must explain and re-explain concepts 
and techniques. Stiff taxes and re- 
strictive legislation surround us be- 
cause legislators cannot seem to un- 
derstand how we function.” 

To show that these statements are 
not overdrawn, Mr. Gregg took some 
illustrations from the main branches 
of insurance. 


Longer To Clarify—Or Muddle 


Property insurance, with its ancient 
categories like marine and fire insur- 
ance, has had longer than life, liability 
and A&S to clarify its language—or 
viewed in the other respect, to foul 
itup, said Mr. Gregg. 

“There is evidence that all is not 
well in this area,” he continued. “Have 
you ever tried to figure out what is 
meant by ‘inland marine’ insurance? 
And what about ‘floater’ policies so 
common to this field? As a home- 
owner, did you ever wonder about 
‘extended coverage’ insurance; or even 
more interesting, the ‘additional ex- 
tended coverage’ insurance now avail- 
able? 

“And what about ‘casualty insur- 
ance,’, a term which has always had 
a vague and indefinable meaning even 
to persons in insurance? If casualty 
is to be interpreted in its dictionary 
meaning of ‘accident,’ then all prop- 
erty insurance, including fire insur- 
ance, logically is casualty insurance.” 

Health insurance has its language 
problems too, said Mr. Gregg. 

“For years, even we in insurance 
have struggled to find the appropri- 
ate generic term for the entire field,” 
he observed. “At one time ‘accident 
and health’ seemed to be the accept- 
ed term. Then along came ‘health 
and accident,’ ‘accident and sickness,’ 
‘sickness and accident’ and ‘disability’ 
as alternatives. A close examination 
of the variety of terms now employed 
by companies, associations, text writ- 
ers and others would be funny, were 
it not so sad. 


‘Commercial’ Sounds Mercenary 


“Did you ever stop to wonder what 
effect there might be on the public’s 
mind of the designation of private 
health insurance companies as ‘com- 
mercial’ health insurers, especially 
when contrasted to ‘voluntary health 
Plans’ or ‘non-profit health insur- 
ance’? Is it possible that the label 
‘commercial’ has prejudiced private 





Company activities in legislative and 
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standable, non-technical language, 
whereas the former will be filled 
with technical insurance jargon. The 
benefits may be essentially the same; 
the language is almost always differ- 
ent. Is it possible that tradition puts 
us at a disadvantage and that if we 
really wanted to, we could escape 
from these shackles? 


labor-union halls? Examples In Health Field 


“Compare sometime the contracts 
and sales promotion materials of pri- “The field of health insurance can 
vate insurance companies and Blue serve up many more _ illustrations. 
Cross plans. Most likely you will find Take just one more, however: What 


the latter written in simple, under- do you suppose ‘non-cancellable guar- 
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anteed renewable disability income’ 
means to John Doe and Richard Roe? 
“Life insurance,” he said, “can be 
proud of its generic label. It’s a posi- 
tive term, emphasizing living aspects 
instead of the death aspects. The term 
is simple, meaningful and thus wide- 
ly accepted and understood. 
“However, take a look at the com- 
monly used terms for the major 
branches of life insurance business: 
ordinary, industrial and group. Group 
insurance is a usable and understand- 
able term, but what about the other 
(CONTINUED ON PAGE 27) 
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Bureau Auto Plan Working: McWilliams 


The safe driver plan and special 
auto policy are providing the agents 
with a valuable merchandising wea- 
pon with which to recapture business 
lost to deviating companies in recent 
years, James R. McWilliams, manager 
of National Bureau’s automobile divi- 
sion, told Maryland Assn. of Insurance 
Agents at the midyear meeting in 
Ocean City. He urged Maryland pro- 
ducers to merchandise the program 
aggressively. The program was ap- 
proved in Maryland June 1. 

He said that it has been disappoint- 
ing that approximately 50% of the spe- 
cial policy purchasers in other states 
made no change in their liability cov- 
erage. Mr. McWilliams suggested that 
agents point out the additional pro- 
tection that may be purchased for the 
same premium the prospect already is 
paying. 

Much has been said about the re- 
quirement that the applicant must 
personally sign an application. The 
bureau’s marketing research consult- 
ants investigated and found that “only 
an insignificant percentage of the cus- 
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Savings are automatic, too 


tomers was opposed to the signed ap- 
plications,’ Mr. McWilliams said. He 
pointed out that the signed application 
produces an important benefit—in ef- 
fect it assures the accurate classifica- 
tion of insured. For years companies 
have lost premium dollars as a result 
of inaccurate classification. 

“In most cases,” he said, “we were 
quick to be informed where the in- 
sured was entitled to a lower rated 
classification, for example when the 
minor son or daughter was no longer 
residing in the household. But in 
those cases where the son or daughter 
had reached driving age, or was per- 
haps the principal operator of the sec- 
ond car in the household, the record 
was often unaccountably silent.” 

No one knows how much this cost 
the insurers, he commented. But the 
signed application is giving the com- 
panies an idea of how truly significant 
this problem has been. 

Producers have received the direct 
billing feature of the program with 
mixed emotions, Mr. McWilliams ob- 
served. However, in general, agencies 
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“AUTOMATABELS' 


Start saving up to 10% right now with 
Ever Ready’s new pin-feed automatic 
labels. These amazingly inexpensive 
“Automatabels” have refashioned auto- 
matic labeling and proved a consider- 
able savings for banks, insurance firms, 
schools, government agencies and vir- 
tually every type of business. In three 
sizes, thrifty “Automatabels’” will op- 
erate smoothly and effectively in every 
business machine with a pin-feed platen 
or tractor feed, and in addition, are 
used extensively in convenient roll form 
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| 

| 

| 

| 

l 

| 


STREET ADDRESS 


CITY, ZOME, BIATE 5. 5080.0c000008 oeces 


353 Cortlandt Street + Belleville 9, New Jersey 
leaders in label printing for almost half a century. 
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for all platen feed typewriters. 

‘“‘Automatabels” are pressure sensitive 
and will adhere to almost anything. 
Their adhesive provides a smooth- 
as-glass surface when applied to tabu- 
lator cards, assuring perfect operation. 
Ever Ready’s 50 years of label experi- 
ence guarantees the finest quality at 
quantity prices. Send coupon below 
today for more detailed information 
on “Automatabels” and Ever Ready’s 
Label Idea Kit. ‘“Automatabels” come 
in roll form and fanfolded packs. 
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using the direct billing facilities have 
nothing but praise for the operation. 
Many say that it saves labor in their 
offices and enables them to get in 
touch with clients for something be- 
sides collection of premiums. Also, 
companies and agents are finding that 
more than 90% of the premiums are 
paid before due date and, following the 
reminder notices, almost 100% are paid 
on or before that time. 

A recent study shows that more 
than 50% of the policyholders that 
take the program have been with de- 
viating insurers. In some states 10 to 
20% of those buying the policy under 
the safe driver plan have been pre- 
viously uninsured. The new program 
is reaching age groups considered the 
most desirable by underwriters and is 
reaching the middle income group of 
drivers. A large portion is coming from 
suburban, small city and rural areas. 

The companies are convinced that 
the new program, if properly and en- 
thusiastically merchandised, will keep 
the agent’s present business, get him 
new auto volume and give him a 
chance to secure other lines from old 
and new customers—in many cases 
even entire accounts. 


Minn. High Court Rules 
Salesman Is Vendor, Not 
Employe; No WC Cover 


ST. PAUL—A precedent for work- 
men’s compensation insurance has 
been set by Minnesota supreme court 
in the reversal of the state industrial 
commission award to the widow of a 
traveling salesman who handled prod- 
ucts of the J. R. Watkins Co. of Wi- 
nona, Minn. 

The commission had ruled that Ray- 
mond Geerdes was an employe of 
Watkins Co. when he died of a heart 
attack while trying to free his car 
from a snowdrift. The widow was 
awarded $23.66 a week in benefits 
but Watkins Co. and its insurer ap- 
pealed. The supreme court held that 
the relationship between Watkins Co. 
and Geerdes was not employer-em- 
ploye, but vendee-vendor. Watkins 
Co. has about 15,000 salesmen scat- 
tered throughout the world and for 
that reason the decision is regarded as 
an important one. 

The court in effect ruled _ that 
Geerdes was an independent, self-em- 
ployed individual who purchased goods 
from Watkins and managed his own 
business. The Minnesota WC act does 
not cover vendor-vendee relationships. 


Drug & Chemical Club To 


Shut Down During July 


The Drug & Chemical Club in New 
York, of which most of the members 
are insurance people, will be closed 
during July for redecoration and re- 
furnishing. During the shut-down, 
members may use the Lawyers’ Club 
at 115 Broadway and Bankers Club at 
120 Broadway by signing and pro- 
viding the audit number. 

Stuart H. Richardson, resident vice- 
president of St. Paul F.&M., is presi- 
dent of Drug & Chemical Club. 
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Eyes UM Problems, 
Cites AR Results 


A thorough analysis of the auto lia- 
bility and uninsured motorist problem 
was presented by Roy L. Ewen, as. 
sistant secretary of United Fire & 
Casualty, at the annual meeting jn 
Davenport of Iowa Assn. of Insurance 
Agents. He participated in a panel dis- 
cussion conducted by eastern Iowa 
chapter of CPCU. 

Mr. Ewen said that when the unin- 
sured motorist problem arose after 
World War II, the Iowa Assigned Risk 
Plan was established. The founders of 
the plan thought that the number of 
applicants would be high the first year 
but considerably lower in the future. 
However, 1,690 applied for insurance 
the first year, and the number of ap- 
plicants has increased annually, with 
6,141 applications in 1959. 

Some of the AR problems could be 
solved by reducing or eliminating the 
agent’s commission, Mr. Ewen said. He 
noted that in Florida the minimum 
commission on private passenger AR 
is 15%. Since most companies are 
paying 10% commission on class 2C 
business in Florida, it is only natural 
that most of the young drivers are go- 
ing to be assigned. 


In New York City, he went on, ap- } 


proximately 20% of the cars are in- 
sured through the AR plan. Last year, 
70% of the male operators under 
25 were assigned. In North Carolina, 
which also has compulsory, one of the 
leading insurers had a larger volume 
in 1959 through the AR plan than 
through agents. 


Spur To Agents 


Mr. Ewen believes that agents would 
try harder to place coverage outside 
the AR plan if they were to receive 
little or no commission on AR busi- 
ness. More than a million cars are in- 
sured through various plans, and the 
annual premiums exceed $100 million. 
It is easy to understand concern over 
the threat of state funds. 

Wisconsin has tried to solve the 
youthful driver problem by giving 
credit to companies which voluntarily 
write them, Mr. Ewen noted. As a re- 
sult, most of the principal auto com- 
panies receive no regular assignments. 
The second largest auto writer in that 
state has had two risks assigned in the 
seven years the youthful driver sup- 
plement has been used, and has such 
a large credit balance that the com- 
pany does not anticipate future assign- 
ments. North Carolina is adopting a 
similar amendment to its AR plan and, 
undoubtedly, more states will follow. 
Perhaps the idea could be extended 
to allow credit to a company for each 
risk it wrote on a voluntary basis at 
the end of the three year assignment, 
Mr. Ewen suggested. 

He is convinced that if the youthful 
driver supplement were adopted in 
Iowa, and the AR commission reduced 
to 5% or eliminated, the number of 
applicants to the plan would drop at 
least 50%. The uninsured motorist is 


a problem to the whole business, not 
(CONTINUED ON PAGE 29) 








PRITCHARD AND BAIRD 


123 William St., New York 38, N. Y. 
Phone WOrth 4-1981 
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“We Are What We Do” 
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Money Saving Master 
Cover On Fla. Schools 
By American Casualty 


American Casualty has written a 


} large public schedule of fire, extended 


coverage, vandalism and malicious 
mischief coverage under a master pol- 
icy and self-rating plan initiated by 
H. S. Brannen, Miami agent. The policy 
for the Dade county school board was 
written for $101,045,000 with a five 
year premium of $828,929. This is 
52.06% below the former rates on the 
school board schedule. 

The master company plan evolved 
by Mr. Brannen, who is consultant 
to the board, combines several hun- 
dred policies, with various expiration 
dates over a period of five years, into 
This makes possible one 
invoice, one entry, one check, one post- 
ing and one loss check for insured in 
lieu of hundreds of these items, in- 
cluding loss checks for as little as 5 
cents. Paperwork on loss settlements 
is greatly reduced. 


Must Assume Responsibility 


The master company must assume 
all responsibility for correct rates, 
forms, values, prompt settlement and 
payment of losses. It may be called on 
to advance large sums long before re- 
covery from reinsurance. The mas- 
ter company places reinsurance at no 
profit to itself, and in turn must guar- 
antee fully the solvency of every re- 
insurer. 

Since the company must assume re- 
sponsibility for every reinsurer, the 
highest standards of policyholders and 
financial rating have been established. 
In addition, companies, with few ex- 
ceptions, have been required to be 
entered in New York. 

A self-rating feature gives credits 
for size of premium, for distribution of 
risks, and for deductible features where 
public interest permits. Certain other 
factors result in a balanced rate pol- 
icy in which insured’s loss ratio and 
volume of new construction quickly 
balance themselves with the policy 


FaNATIONAL UNDERWRITER 


Allstate Puts Its 
Non-Can Auto Plan 
In New York State 


Allstate has introduced its non-can- 
cellable and guaranteed renewable 
auto liability insurance in New York. 
The program has been effective in Ill- 
inois and Ohio since May, and with the 
addition of New York now affects 
about 20% of Allstate policyholders. A 
“good driver plan”—effective in sever- 
al other states—has also been intro- 
duced in New York. 

New directors of Lumbermens Mu- 
tual Casualty are Harris Perlstein, 
chairman Pabst Brewing Co., Clarence 
H. Shaver, chairman U. S. Gypsum 
Co., and H. Burling Naramore, presi- 
dent Bridgeport Fabrics. 








rate. Although Florida is first in this 
development, it seems likely that oth- 
er states will follow. 

The new plan provides the answer 
to various competitive onslaughts from 
out-of-state, direct writing mutual 
companies. Offers of large discounts 
have been made, but the usual prob- 
lem has arisen concerning assessability 
of mutual policies and a public body’s 
legal right to buy them. Under the 
master company plan considerable lat- 
itude remains for placement of in- 
surance through local agencies other 
than the servicing agent. This is done 
by placing reinsurance with qualified 
companies which are locally repre- 
sented. A servicing agent is insep- 
arable, however, from the new plan. 
No company would wish to expose it- 
self as the front company, and no 
insured of any consequence should 
wish to deal primarily with anyone, 
except a fully qualified servicing agent, 
Mr. Brannen declared. 

He developed the plan after several 
years study, using for investigative 
purposes the building and contents 
schedule of the Dade county school 
district—sixth largest in the U.S. Rap- 
idly increasing insurable values in the 
district had made premium payments 
difficult. 













COMPLETE 


MULTIPLE-LINE 
SERVICE 


* fire & allied lines 
* fidelity & surety 
automobile 
inland marine 
general liability 
burglary 

plate glass 
workmen’s comp. 
misc. liability 
special risks 

title insurance 
life insurance 
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FORT WORTH, TEXAS 


RAYMOND &. BUCK 
President & Chairman of the Board 
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Bi 


Because 
PLANNING 


Sells 





Royal-Globe’s Agency Systems special- 
ist can show you how to squeeze more 
profit from each commission dollar by 
streamlining your files, speeding your 
improving your office’s 
looks and efficiency — and by plan- 


accounting, 


ning sales methods. 


Write to the Agency Systems depart- 
ment for your free copy of our exclu- 
sive 52 page booklet “Agency Profit 





Planning.” 


“AGENCY PROFIT PLANNING” 


(partial contents) 


planned selling 

sales meetings 

office staff as salesmen 
office layout 

line records 

modern filing 

renewal controls 
correspondence and sales 
efficient accounting 


methods of collection 








Profit-minded agents know Royal-Globe is 


ROYAL 


@-GLOBE 


“TOPS IN EVERY SERVICE” 





INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD 


INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - 


+ THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD 
NEWARK INSURANCE COMPANY - 


~ ROYAL INDEMNITY COMPANY - GLOBE 
AMERICAN AND FOREIGN 


INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 














Closed Indefinitely 
Due to Fire 
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30% PHYSICAL LOSS=A TOTAL LOSS 


When an insurable hazard strikes, forcing a business to 
shut down for repairs, earnings stop! Yet certain neces- 
sary business expenses go on. Taxes, for instance, as well 
as salaries and interest on indebtedness. Building and con- 
tents policies do not provide for these running expenses. 

There is a policy that does—Business Interruption In- 
surance. It pays not only the necessary continuing business 
expenses, but also the normal net profit lost as a result 
of the disaster during the entire shutdown period. Profit 
is the main reason for the capital investment in the first 
place, so it must be protected. 

Promote Business Interruption to your customers. The 
cost is relatively small; the need is vital. Reliance has 
been a leader in this field for years. For proven sales 
aids, see your Fieldman or write the Head Office for the 
Business Interruption Calculator and Brochure. 





RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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Conventions 


| 

| June 19-22, Insurance Advertising Conference, 
annual, Biscayne Hotel, Key Biscayne, Fla. 

June 21-23, Wisconsin agents, midyear, Androy 
Hotel, Superior. 

June 23-25, Carolinas mutual agents, annual, 
Ocean Forest Hotel, Myrtle Beach, od 

June 26-29, Virginia agents, camel, Cava- 
lier Hotel, Virginia Beach. 

| July 7-9, International Assn. of Insurance 

Counsel, annual, The Greenbrier, White Sul- 
phur Springs, W. Va. 

| July 17-20, Consumer Credit Insurance Assn., 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

July 22-28, National Assn. of Claimants’ Com- 
pensation Attorneys, annual, Jack Tar Hotel, 
San Francisco. 

August 7-12, Honorable Order of the Blue 
Goose, annual, Sheraton Cadillac Hotel, De- 
troit. 

| August 14-17, West Virginia agents, annual, 

The Greenbrier, White Sulphur Springs, W. 

Va. 

| August 15-17, Texas mutual agents, annual, 
Hotel Galvez, Galveston. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

| August 24-27, Federation of Insurance Coun- 

sel, annual, Bellevue Stratford Hotel, Phil- 
adelphia. 

| August 25-27, Montana agents, annual, East 

Glacier Lodge, Glacier Park. 
| August 28-30, Wyoming agents, annual, Wort 
Hotel, Jackson. 

Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

| Sept. 7-10, Alaska agents, annual, Mt. McKin- 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
Companies, annual, Olympic Hotel, Seattle, 
Wash. 

Sept. 12, Vermont agents, annual, Basin Harbor 
Club, Vergennes. 

| Sept. 12-13, Utah agents, annual, Hotel Utah, 

Salt Lake City. 

Sept. 12-16, International Union of Marine 
Insurance, conference, Shoreham Hotel, 
Washington D. C. 

Sept. 13-16, Mutual Loss Managers’ Conference, 
Roosevelt Hotel, New Orleans. 

Sept. 14-16, Michigan agents, annual, Pantlind 

| Hotel, Grand Rapids. 

| Sept. 15-16, Minnesota agents, annual, Pick- 

Nicollet Hotel, Minneapolis. 

| Sept. 18-20, New Hampshire agents, annual, 

| Mount Washington Hotel, Bretton Woods. 

| Sept. 18-21, Idaho agents, annual, Sun Valley 

| Lodge, Siun Valley. 

| Sept. 19-20, Minnesota mutual agents, annual, 

Pick-Nicollet Hotel, Minneapolis. 

| Sept. 19-21, Washington agents, annual, Olym- 

| pic Hotel, Seattle. 

| 
| 
| 


Sept. 21-23, Canadian Federation of Insurance 
Agents & Brokers Assns., annual, Mont 
Tremblant Lodge, Mont Tremblant, Quebec, 
Canada. 

Sept. 21-23, Oregon agents, annual, Sheraton- 

| Portland Hotel, Portland. 

Sept. 26, New Jersey agents, annual, Hotel 

| Traymore, Atlantic City. 

Sept. 26-28, National Assn. of Insurance Agents, 

| annual, Chalfonte-Haddon Hall, Atlantic City, 
N. J. 


Oct. 2-5, National Assn. of Casualty & Surety 
Agents & Executives, combined annual, The 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 8-11, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 
panies, sales & agency meeting, Conrad 
Hilton Hotel, Chicago. 

Oct. 16-18, Maryland agents, annual, Hotel 
Emerson, Baltimore. 

| Oct. 16-18, Ohio agents, annual, The Neil House, 

Columbus. 

| Oct. 17, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 17-18, Arizona agents, annual, Pioneer 
Hotel, Tucson. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 18-19, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 21-23, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 22-27, National Assn. of Mutual Insurance 
Agents, annual, Statler Hotel, Washington, 
D. C. 


Oct. 23-25, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 24-26, California agents, annual, Sheraton- 
Palace Hotel, San Francisco. 

| Oct. 26-28, Nebraska agents, annual, The 

| Town House, Omaha. 

Oct. 27, Connecticut agents, annual, Statler- 
Hilton Hotel, Hartford. 

Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 

| Oct 27-29, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 

Oct. 30-Nov. 1, Illinois agents, annual, Pere 
Marquette Hotel, Peoria. 

Oct. 30-Nov. 1, Tennessee agents, annual, An- 
drew Jackson Hotel, Nashville. 

| Oct. 31-Nov. 2, Nevada agents, annual, Las 

Vegas. 
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HOW MUCH 


IS ALOT? 





That depends on you! It de- 
pends on how much money 
you want to make—and 
whether you can instill 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can | show others how to 
prospect—to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 


Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top lst year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 


THE Of10 STATE LIFE 
Vi 


COLUMBUS 15, OHIO 





GENERAL AGENT OPPORTUNITIES 


Write, Wire, Phone 
a a E. caer y ‘President 
HOWARD , Vice President 

and Dioner A “Agencies 
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HkeNATIONAL UNDERWRITER 


Gilchrest Of Royal-Globe Speaks 
On EDP Advantages At IBM Meeting 


The economic justification of large 
scale computers was discussed by Gor- 
don F. Gilchrest, assistant secretary 
in the data processing division of 
Royal-Globe, at the Pittsburgh meet- 
ing of GUIDE, an association of IBM 
702, 705 and 7070 customers. 

Data processing machines have been 
used extensively by Royal-Globe since 
the early 1950s, Mr. Gilchrest pointed 
out, and the study of EDP was formally 
established in 1955. It was obvious 
early in the study, he said, that 
large-scale equipment, involving an 
annual rental of some $500,000, could 
be justified only by simultaneous 
preparedness in all of four hetero- 
geneous general areas of application. 

It was also apparent that EDP would 
become too expensive unless a se- 
yerely disciplined attitude was en- 
forced towards overlapping costs for 
equipment, personnel and space. “No 
parallel operations,” was, in the opin- 
ion of the data processing division, the 
only economically sane attitude. Af- 
fected EAM equipment had to be re- 
moved from the premises, displaced 
personnel reassigned and floor space 
released. 


Target Within Range 


Delivery of equipment was twice 
postponed to achieve this state of 
preparedness. Starting in February, 
1956, the facilities of 702 and 705 in 
Poughkeepsie and 705 at Chubb & 
Son were used for those applications 
that were production-ready or pilot 
operations. 

The data processing division’s equip- 
ment went on rental Oct. 1, 1957. 
Mr. Gilchrest said that though his di- 
vision had not hit its target of complete 
preparedness at that time, it was with- 
in range. 

The staff count of the data process- 
ing division—consisting of key punch, 
statistical, loss and risk experience, 
tabulating, electronic research and 
electronic operations departments— 
was reduced 18% within six months. 
To date, the total staff reduction in 
this area has been 33%. 

EAM annual machine rentals were 
correspondingly reduced 21% within 
six months and 62% to date. 

Over 9,000 square feet of floor space 
was released by July, 1958, and a total 
of 9,800 square feet by January, 1960. 


Lists Pertinent Factors 


In estimating the program’s effect 
at the cash register—on a paid basis 
—several basic factors must be recog- 
nized, said Mr. Gilchrest: 

1. An extended time interval is in- 
volved in planning for, installation, 
conversion and _ productive opera- 
tion of a large-scale EDP system. 

2. During this prolonged period oth- 
er factors which affect costs—work 
loads, inflation, etc—do not neces- 
Sarily remain static. 

3. The costs of the planning, devel- 
opment and conversion periods are ad- 
ditional to the cost of maintaing nor- 
mal operations. 

4. When viewing paid costs by years 
as distingushed from annual rates, the 
effect of savings on released equip- 
ment or reduction in personnel is not 
realized for one full year. 

Mr. Gilchrest then showed slides of 
charts portraying the economic im- 
pact of EDP at Royal-Globe on a paid 
basis. Chart I displayed the movement 
of Royal-Globe written premium vol- 


XUM 


ume (sales) since 1950. During the 
interval 1950-59 the written premi- 
um had increased appreciably—im- 
portant because the relationship of 
expenses to written premium volume 
is generally used in fire and casualty 
insurance as an indicator of expense 
increases or decrea-e.. 

The second slide superimposed upon 


In every field, 


the premium volume the correspond- 
ing movement of the groups total sal- 
aries, overtime and machine rental 
costs. Strong correlation between sus- 
tained premium increases and rising 
salary, overtime and machine costs 
was evident. The relationship of such 
costs to premiums is also quite appar- 
ent, said Mr. Gilchrest. 

The third slide showed what has 
happened to data processing division 
costs during the same period. There 
was a marked rise in costs in 1956 
and 1957, which Mr. Gilchrest said was 
caused by the planning, conversion 
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and three months of actual operation. 
1958 costs, although still continuing to 
rise, began to flatten out, while 1959 
showed encouraging results. 

In the next slide the costs of the 
data processing division had been ex- 
tracted from the total group costs to 
show “how the other half lives.” Mr. 
Gilchrest pointed out as particularly 
significant the continued sharp rise 
in 1958, in the remainder of the group, 
while the data processing division was 
leveling off, and also the much slower 
reduction in 1959 costs. 


Another aspect of this effect was 


it pays to deal with specialists 


BALTIMORE 


Fidelity and Deposit Company has specialized 
for 70 years in fidelity and surety bonds. 
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shown in the last slide, which com- 
pared costs of Royal-Globe salary and 
machine rental expenses with those of 
the data processing division. From 
1950-54 the data processing division 
salary, overtime and machine rental 
costs were .813 cents of each premium 
dollar. while all other salary, overtime 
and machine rental costs accounted 
for 10.352 cents. During the initial 
planning and development period, 
1955-56, data processing costs in- 
creased to slightly less than 8 mills, 
while all other costs rose to 11.003 


cents of each premium dollar. 















The Continental Insurance Company . 
Niagara Fire Insurance Company = 
Milwaukee Insurance Company of Milwaukee, Wis. 

Seaboard Fire & Marine insurance Company = « 


FieNATIONAL UNDERWRITER 


The accelerated planning conver- 
sion and installation period, 1957-58, 
showed a marked increase in data 
processing division costs to over 9 
mills and a continuing rise, although 
at a retarded rate, in all other areas. 
1959 reflected the impact of the data 
processing cost excising efforts with a 
return to the 8 mill level; all other 
costs continued to rise to 11.295 cents 
—an increase of 9% over the 1950-54 
period. In the same interval data proc- 
essing costs have risen 3%, stated Mr. 
Gilchrest. 

Although these charts give the im- 


pression that the use of the 705 sys- 
tem was intended to be a substitution 
of electronic equipment for mechanical 
and hence the economic justification 
was to come solely from the data proc- 
essing division, this was not the case, 
continued Mr. Gilchrest. Of the four 
original areas of application, one was 
exclusively clerical prior to EDP and 
another had only a token amount of 
mechanical processing, he pointed out. 

One phase of Royal-Globe’s EDP 
program was the expansion of the 
data processing function to provide 
services to activities not previously 
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Why You Should Represent 
Companies 


of MUA 


You’ll have outstanding facilities for practically every 
kind of insurance you'll ever write and exceptional service 
for such specialized fields as: 


@ Rate Engineering 
Public Utility Risks 


Bonds and Burglary 


You’ll be assured of fast and efficient service 
through a nearby America Fore Loyalty Group office. 


You'll have prompt and fair claims service 
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mechanized and over which the data 
processing division had no administra- 
tive control. The objectives of this 
program were economic advantages as 
well as better service through im- 
proved accuracy and speed. Savings 
were effected, although not to the de- 
gree nor with the speed anticipated, 

However, large enough savings were 
realized to put EDP in the black—an- 
nual rate basis—within 16 months 
following installation. 

Other efforts toward a departure 
from previous methods took two forms 
said Mr. Gilchrest. The first was the 
development of new processing tech- 
niques to assist management in the 
fulfillment of their policy and deci- 
sion-making functions. The second was 
the development and employment of 
“management by exception”  tech- 
niques, from which no measurable 
economic return was anticipated. 


Economic Pursuit Held Shortsighted 


Pursuing economic return only igs 
shortsighted, he maintained, in that it 
satisfies only one of the three basic 
objectives of effective data processing 
—attacking costs. The second basic 
objective—providing the means for 
better control of the business—must 
continue to be developed and demon- 
strated. Fulfillment of this control 
then prepares the way for the third 
and primary objective of data proc- 
essing—providing tools for giving di- 
rection to the business. 


Grubert To Top Chemical 
Post With Royal-Globe 


Royal-Globe has named William E. 
Grubert superintendent of the chemi- 
cal hazards department. He succeeds 
M. P. Mason, who retired after more 
than 36 years with the group. 

Mr. Grubert joined Royal-Globe in 
1945. He is past president of the New 
York chapter of the Society of Fire 
Protection Engineers, a member of 
the chemical explosives committee of 
National Fire Protection Assn. and is 
active in the Conference of Special 
Risk Underwriters. 


GAB Names Six Managers 

Six managers have been appointed 
by General Adjustment Bureau. J. 
H. Cannon, named at Charlotte, N.C, 
succeeds G. D. Holding who is retiring. 
J. V. Conroy, manager at Durham, 
succeeds Mr. Cannon at Asheville. J. 
G. Wolfe, senior adjuster at Greens- 
boro, succeeds Mr. Conroy. 

M. C. Zachry is named at Mobile, 
Ala., to succeed H. S. Trawic, re 
signed. R. C. Oldham succeeds Mr. 
Zachry at Florence, Ala. B. J. Ghig- 
liere is transferred from Chattanooga 
to succeed Mr. Oldham as Decatur, 
Ga., manager. 

L. H. Moore has been transferred 
from Albany, Ga., to Key West 4s 
resident adjuster to succeed C. A 
Cordero who returns to Miami. 


Form Delray Beach, Fla., Agency 

The Beery & Brown agency has 
been opened at Delray Beach, Fla., by 
Clarence O. Beery and Harvey L 
Brown. They were with the Plastridge 
agency there. 
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HieNATIONAL 





Competition, Lower Expense, All 
Lines Selling Are Trends Ahead 


Casualty insurance, which has been 
pretty competitive in the past 10 years, 
will become much 
more so in_ the 
1960s, Herbert P. 
Stellwagen, execu- 
tive vice-president 
of North America, 
told Casualty Ac- 
tuarial Society at 
its annual meeting 
in Skytop, Pa. 

For one thing, 
he said, specialty 
companies will in- 
creasingly equip 
themselves to op- 
perate as full multiple line insurers. 
They will be able to compete in the 
commercial field as they have done in 
the personal lines. That trend is al- 
ready under way. 

Second, it seems reasonable to ex- 
pect that life insurers will not long 
tolerate the invasion of their field by 
the property-casualty companies. 
Sooner or later the statutory bar to 
their entrance into other fields will be 
lifted. One need only recall the sud- 
denness and the completeness with 
which the wall between fire and cas- 
ualty insurance was broken down 15 
years ago to accept the likelihood that 
complete all lines underwriting will be 
a reality. Tens of thousands of life 
producers will be turned loose on the 
homeowners, automobile and A&S 
business. 

Finally, there is a spirit of restless- 
ness and independence in the air as 
the agency companies seek competitive 
equality with the direct writers. At 
the moment this activity centers in the 
automobile business but the marketing 
techniques involved may well spread 
in other directions. 





Herbert Stellwagen 


Rigid Expense Control 


With the expanding programs of 
present underwriters and the coming 
of new ones into the field, it will be a 
hard struggle for individual companies 
to meet their porduction goals. Compe- 
tition will continue to hammer down 
expense ratios and, hence, price levels 
to the point where it will be perilous to 
neglect strict underwriting and rigid 
expense control, Mr. Stellwagen 
warned. The business will be fortunate 
to make a 5% underwriting profit in 
any one of the next 10 years. 

Yet, he said, he was not pessimistic. 
Great opportunity lies ahead, but 
harder work will be necessary to 
garner its fruits. 

As to the corporate structure which 
would most effectively deal with the 
competition of the 60s, Mr. Stellwagen 
believes the trend should be in the 
direction of synthesis rather than divi- 
sion. Simplification of corporate struc- 
ture will produce savings on taxes and 
in coding, processing and tabulating. 

Package policies have had _ broad 
public acceptance, and agencies find 
them profitable to sell. 

Because of the enormous success of 
the homeowners policy, other package 
policies will be created and offered to 
the public. Several such policies now 
exist. To effectively underwrite and 
merchandise them, a merger of casual- 
ty and fire functions is absolutely 
necessary. 

In addition, it is becoming increas- 
ingly apparent that the direct billing 
and premium collection of personal 
insurance policies is essential to the 


effective and economical merchandis- 
ing of such insurance. In these fields 
a direct billing approach will attain a 
dominant position if not an exclusive 
one. Should that happen, a direct 
writing subsidiary originally conceived 
as a side show might grow bigger than 
the main tent. Such embarrassment 
would be avoided by initial integra- 
tion of the two. 


Responsibility Divided 


As fire and casualty lines come into 
closer conjunction, certain problems of 
management arise. Underwriters in 
the U. S. have not developed to the 
point where they are equally proficient 
in both casualty and fire lines. The 
philosophy of the one, when applied to 
the other, has generally produced un- 
satisfactory results. Perhaps the best 
results would come from a single com- 
pany, or a few companies under single 


ownership, with responsibilities broad- 
ly subdivided into (1) all personal 
lines, (2) casualty and bonding, and 
(3) fire and marine—each headed by 
an officer having complete authority 
and responsible only to the president. 

The problem of exvense control 
takes on increasing urgency, Mr. Stell- 
wagen declared. The key to such con- 
trol is proper allocation of costs. Ac- 
counting systems may be so complex 
and capricious they tend to prove that 
there is no sense in writing certain 
kinds of insurance at all. The under- 
writer or the manager of a specific 
department is conscious of his own 
direct expenses and can control them, 
but he is apt to throw in the towel 
when he tries to cope with expenses 
allocated to him but originating in 
across-the-board departments such as 
purchasing, personnel, business devel- 
opment, accounting and even actuarial. 
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The expense of these service depart- 
ments must be closely watched and 
contained by those who have charge 
over them. Furthermore, their costs 
must be allocated in strict conformance 
with the extent of the service rend- 
ered. 


Business Processing Costly 


One of the most vexing and costly 
items of expense arises from the pro- 
cessing of business, particularly of 
small policies and minor premium 
transactions. In a review of the busi- 
ness written in his company in one 
month, he said, it was found that, with 
the exception of automobile and work- 
men’s compensation, more than half 
of the policies bore annual premiums 
of less than $50. A further analysis of 
absolute money value _ transactions 
showed that 34,000 out of a total of 
340,000 or 10% were concerned with 
amounts of less than $2 and that 81% 
of them dealt with amounts of less 
than $50. The nadir in refinement was 
reached when 12 cards were punched 
for one premium item of $5. 

This appalling minutiae of coding 
and classification exists rather gen- 

(CONTINUED ON PAGE 34) 
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HeNATIONAL UNDERWRITER 


Donovan Minimizes Need For Regulation 


Less state regulation and absolutely 
no federal regulation of insurance is 
in the public interest, James B. Dono- 
van of the New York and Washington 
law firm of Watters & Donovan, de- 
clares in the winter 1960 edition of 
“The Federal Bar Journal,” published 
by the Federal Bar Assn. The article, 
entitled “Insurance—The Case in Fa- 


vor of Existing Exemptions from the 
Anti-trust Laws,” 
sium on U. S. 
from such laws. 


is part of a sympo- 
industry exemptions 


In his article Mr. Donovan asserts 
that present state rating laws are 
diametrically opposed in letter and in 
spirit to the Sherman act. The basic 
anti-trust dogma of open competition 
is not to be applicable to insurance. 
The McCarran act and the state stat- 
utes expressly approve regulated vio- 
lations of the federal anti-trust laws, 
such as the operation of the traditional 
insurance rating bureau. 

Except for boycott, 


coercion and 


intimidation, any act repugnant to the 


federal anti-trust laws may be author- 
ized by the states so long as public 
regulation is provided, Mr. Donovan 
continues. If comoinations of insurers 
with agreed prices are necessary to 
afford a market in the amounts of 
insurance required by the public, they 
are to be encouraged. 


High Ethical Standard 


These are basic facts which should 
not be avoided apologetically as though 
they were vaguely wrong, Mr. Dono- 
van contends. They should be stressed 
again and again so that all understand 
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that every legislative body in the J. §,, 
after public hearings, has determined 
that it is not in the public interest to 
have the Sherman act apply to insur- 
ance in the unqualified manner ip 
which it affects ordinary industry. This 
does not mean that insurance is free 
to prey upon an unsuspecting public, 
The business today probably is more 
free of unethical conduct than any 
other of comparable size, he says, and 
yet it is subjected to more public 
regulation than the business activities 
operating under the restrictions of the 
federal anti-trust laws. 

Objective appraisal of the facts 
shows that the special status of insur- 
ance since 1945 has not been contrary 
to the public interest, even if the cri- 
terion is that of healthy competition 
which is the stated objective of the 
anti-trust laws. Insurance is highly 
competitive, Mr. Donovan maintains, 

In almost all states, he goes on, a 
variety of forms and coverages is 
available to insured. Even in _ those 
jurisdictions where by state action, as 
in Texas, there is a superficial identity 
of rates and forms, there is active 
competition not only as to claims and 
engineering services, but also as to the 
ultimate net price paid by insured to 
a non-participating stock company, a 
participating stock company, a mutual, 
a reciprocal or any one of a wide 
variety of insurers. 


Complexities Of Regulation 


Further, Mr. Donovan says, within 
the ranks of members and subscribers 
to rating bureaus, there are many 
deviations in all states permitting 
them. Since the enactment of the 
McCarran act and _ the subsequent 
rate regulatory laws, the non-bureau 
“independents” have grown enormous- 
ly in size and influence. While there 
are sound grounds for concern as to 
whether or not insurance today is an 
over-regulated industry, it would be 
difficult to establish a thesis that the 
current status of insurance is not in 
the interest of the insurance-buying 
public. 

State regulation of insurance is still 
on trial. Its problems are complex, in 
seeking to have a common-sense pat- 
tern emerge from a situation in which 
52 separate regulatory bodies have 
power over an interstate business. As 
could be expected, in the last few 
years a variety of intra-mural con- 
flicts have prevented the business 
from uniting in common _ interest 
against further expansion of govern- 
mental regulation, on the state or 
federal level, Mr. Donovan notes. 

The stock companies and _ their 
agents have had difficulty in resolving 
views on how best to market insurance 
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protection, he continues. These dis- 
putes have been highlighted by the 
aggressiveness of direct writers, who 
regard the independent agent or broker 
as an unnecessary economic waste 
and have convinced millions of insured 
that the cheapest insurance is best. 


High Grade State Officials 


While these struggles are going for- 
ward, constant efforts should be made 
by all to assure the highest qualities in 
state supervisory authorities, to whom 
have been granted such sweeping 
powers. In all adminisrative law, the 
key to sound administration lies in the 
degree of ability and integrity pos- 
sessed by the administrative officials. 
Insurance has been fortunate in that 
the overwhelming majority of its 
supervisory authorities have been able 
and conscientious. Some notable lapses 
in recent years, in some of the most 
important jurisdictions, have given 
concern to objective observers. 

Insurance is too great to have its 
activities saddled by minor political 
hacks, whose first taste of major re- 
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sponsibility comes with their appoint- 
ment in this field and whose political 
advancement depends on the avoid- 





ance of unpopular though necessary Jagat Ps 
action, Mr. Donovan declares. e? Mh 

With all the foregoing preblems still i 

chanism which meets the needs of the 

buying public, the last thing required 

is more regulation. Unless there is to 

be a radical change in the regulatory a tee 

for a fair trial in the public interest, 

less power in the hands of state * 

supervisory officials and no interfer- 

ence by the federal agencies unless 

and until a problem is presented which 

the National Assn. of Insurance Com- 


confronting a social and business me- 
pattern, the present system requires, "Obi aitl 
missioners certifies as beyond the 





authority of state regulation. There 
should be few such problems, Mr. SAINT 
Donovan concludes. 

His article contains a complete an- 
notation of state fire and casualty rate PAUL 
regulatory laws. Reprints of the entire 


symposium may be obtained at $1.50 a 


copy from the Federal Bar Assn., 1737 
a Street, N.W., Washington 6, D. C. The new St. Paul Budgaplan offers all the advantages of 





AFIA Names Kreulen, 
Higgins To New Posts 


American Foreign Insurance Assn. 
has appointed Roelof A. Kreulen Jr. 
manager at Okinawa. He _ replaces 
Peter J. Fornacca who is on leave. Mr. 
Kreulen joined AFIA in 1958 and was 
formerly branch assistant at Tokyo, 
and manager at Yokohama. 

Richard B. Higgins, former assistant 
manager at Washington, D. C., has 
been reassigned to the U. S. brokerage 
department at New York. Mr. Higgins 
was with Hearthstone of Boston be- 
fore joining AFIA in 1954. 


GAB Shifts Standish To 
Williamsport As Manager 


General Adjustment Bureau _ has 
appointed William <A. Standish as 
manager at Williamsport, Pa. He suc- 
ceeds George M. Slifer who will par- 
ticipate in adjustment of major losses 
in the territory. 

Mr. Standish joined GAB at Hack- 
ensack, N. J. in 1951 and has been 
at Allentown, Pa. since 1955. 

George B. Robbins, general adjuster 
at Baltimore, is retiring after 34 years 
with GAB. He joined the bureau in 
1926 at Newark, and became manager 
successively at Worcester, Jamaica, 
N. Y., and Baltimore. In 1943 he was 
appointed general adjuster for Mary- 
land and District of Columbia. 


N. Y. Buyers Elect 


At the annual meeting of New 
York chapter of American Society of 
Insurance Management, Donald W. 
Berry, Borden Co., was named presi- 
dent. Other officers are James S. 
Southwick, Ethyl Corp., and Robert S. 
Gyory, Sylvania Electric Products, 
vice-presidents; Raymond A. Severin, 
American Metal Climax, treasurer, 
and Joseph T. Smith, Union Carbide 
Corp., secretary. 

New directors are Edmond C. Al- 
heit, American Can Co.; Robert Chap- 
man, Chemstrand Corp.; Joseph M. 
Collins, Coca-Cola Export Corp.; Mil- 
dred C. Congdon, Esso Standard Oil; 
Andrew S. Hall, General Aniline & 
Film Corp.; William A. Mason, Gibbs 
& Hill; Walter H. Nangel, Celanese 
Corp. of America, and Marie Turro, 
Great Lakes Carbon Corp. 

John W. Olson, editor of safety 
engineering publications of the Kem- 
Per companies, has been appointed a 
junior executive. 
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member of the Kemper junior board, 
an 1l-man unit which provides man- 
agement training for young executives 
of the Kemper companies. He is su- 
pervisor of the companies’ national 
advertising. The Agency System... An American Tradition 
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Personalities At NAIC 


Photos from the commissioners meeting by Harry H. Fuller, midwest manag- 
er of National Bureau of Casualty Underwriters. Mr. Fuller 
pictures at the NAIC meetings for 20 years. 


has been taking 





W. V. Fox Jr., Pennsylvania deputy, with Commissioner Hayes of Louisiana, 
new chairman of the executive committee; Commissioner Beery of Colorado, 
president of NAIC, and F. Vernon Rosenthal, Illinois assistant director. 





Joseph F. Murphy, America Fore 

S. N. Beery of Colorado, president Loyalty group, formerly with the New 
of NAIC, with C. H. Ritter of Denver, York department and William C. 
representing National Assn. of Surety ould of the New York department. 
Bond Producers. 





Roy L. Davis, midwest manager of 
Assn. of Casualty & Surety Companies, 
with Ray Murphy, former Iowa com- 
missioner and retired general counsel 
of Assn. of Casualty & Surety Com- 
“ panies. 


J. H. Boyajian of California Inspec- 
tion Rating Bureau and B.K. Campbell, 
head of the Seattle office of the Na- 
tional Bureau. 


T. E. Maurrin, 
actuary of the Na- 
tional Bureau; 
Commissioner  T. 
Nelson Parker of 
Virginia, vice- 
president of NAIC, 
and Elmer A. 
Twaits, assistant 
secretary of the 
National Bureau. 
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Superintendent Thomas Thacher of 
New York and Hugh L. Tollack, ex- 
ecutive secretary of NAIC. 


Joseph G. Bill of 
Inland Marine In- 
surance Bureau; 
Commission- 
er Walter Dell Da- 
vis of Mississippi, 
and Robert A. 
Nelson of National 
Automobile Un- 
derwriters Assn. 


William Heinrich of Allstate and 
E. J. O’Brien of Lumbermens Mutual 
Casualty. 





Two distinguished members of the 


Passe Club—A. J. Bohlinger, New 
York attorney and former New York 
superintendent, and Robert B. Taylor, 
president Mill Owners Mutual of Des 
Moines, and former Oregon commis- 
sioner and past president of NAIC. 


Convention 
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Commissioner Charles Howell of 
New Jersey with William A. Sullivan 
of Washington, who has been commis- 
sioner of his state since 1932. 


George S. Hanson, general counsel, 
and William Pollard, executive sec- 
retary of National Assn. of Insurance 
Agents. 


NAUA representatives from New 
York—Robert A. Nelson, assistant 
manager, and Howard S. Omsberg, 
manager. 





T. Nelson Parker of Virginia, vice- 
President of NAIC, with Sam N. Beery 
of Colorado, the new president. 
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Albert D. Pingree, Vermont deputy, 
with Commissioner George F. Mahoney 
of Maine. 
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Sees Dangers In Auto Merit Rating Plans 


George H. Menefee, former chair- 
man of the casualty division of Louis- 
iana insurance rating commission and 
now an insurance consultant at Baton 
Rouge, writes: 


In recent months, insurance com- 
panies writing automobile business 
have been introducing merit rating 
plans of various types with such fre- 
quency and in such variety and, it 
might be said in some cases, with such 
small consideration for the conse- 
quences as to resemble the promises 
of a campaign politican. Some have 
received the same sort of welcome in 
the beginning and a more sober look 
with the passing of time. All of these 
plans have in common a loss of credits 
or an increase in charges which can 
be incurred as a result of moving traf- 
fic violations. 

Several such plans are being con- 
sidered in Louisiana and it is anti- 
cipated that the present session of the 
legislature will enact necessary laws 
to make such plans feasible, at least 
to the extent of providing appropri- 
ate driver records. Companies which 
have filed such plans in states having 
little or no rate regulation can anti- 
cipate some difficulty when the plan 
is filed in Louisiana. 

Whatever may be said about Louis- 
iana rate regulation, profanely or oth- 
erwise, the making of automobile 
rates does generally follow a formula. 


No Proviso For Guesses 


Examination of the loss and expense 
exhibit approved by the casualty di- 
vision of the Louisiana insurance rat- 
ing commission indicates that all items 
shown on the expense side of the 
sheet are acquisition costs and costs 
of handling the business. On the loss 
side of the sheet are shown the actual 
amount of losses paid and incurred by 
the company, plus certain claims 
handling costs. Nowhere, however, is 
there any mention made of expenses 
or losses which might be incurred in 
the future in the event that the driv- 
er’s ability does not improve. Stated 
in another way, the loss and expense 
exhibit which is used for rate making 
in Louisiana makes provisions only for 
actual out of pocket costs to the in- 
surance company. It makes no provi- 
sions whatever for presumption, an- 
ticipation or guess work. 

Statistically, it is easy enough to 
prove that drivers having numerous 
traffic violations will also have the 
greatest number of accidents, but com- 
panies do not pay losses until they 
happen. 

Reducing rate credits or surcharg- 
ing the rate for traffic violation is 
clearly an attempt on the part of the 
insurance company to enforce traffic 
regulations. While few will question 
the interest of the insurance compa- 
nies in traffic enforcement, the task 
has thus far been left in the hands of 
the law enforcement bodies and the 
punishment of the guilty in the hands 
of the court. In the hands of the in- 
surance companies, it is purely and 
simply rate making on a punitive bas- 
is. 


Punitive Rate Making 


Punitive rate making is not entirely 
new nor has it failed to receive the 
heartfelt support of those to whom the 
job of enforcing local ordinances has 
been delegated. Quite obviously, the 
city fathers are willing to embrace any 
plan which is for the public good and 
which removes from their hands the 
onerous duty of law enforcement. 
Boston, Chicago, and New York have 


all used, or attempted to use, punitive 
fire rates to force recalcitrant land- 
lords to clean up slum areas. 

If the insurance companies through 
lack of foresight are permitted to use 
punitive rates for the public benefit, 
they can also be used for personal 
benefit. One national magazine recent- 
ly carried the story of an attempt at 
slum clearance by the University of 
Chicago. The story said that the threat 
of cancellation of fire coverage by an 
influential trustee had been used to 
force a shopkeeper into letting his em- 
ployes appear at a hearing. The use 
of insurance coverage or the threat of 
higher rates can quite clearly be used 
for the public good. By the same tok- 
en, it can just as easily be used for per- 
sonal gain. 

It appears that any merit rating fil- 
ing in Louisiana which puts the in- 
surance companies in the law en- 
forcement business is in for a hot re- 
ception. It is to be hoped that the 
movement will spread to other states 
before the public becomes generally 
aware that there is a new police body 
on the scene. 


AlIU Names Halouzka 
To Dallas Post 


American International Underwrit- 
ers has named Milos S. Halouzka as- 
sistant manager at Dallas. He joined 
AIU at New York in 1952 and later 
became senior casualty underwriter 
for the southwest. He was transferred 
to Havana, Cuba last fall. Mr. Halouzka 
wrote a manual on evaluation of risks 
inherent in the oil business which is 
used at all AIU offices. 


Expense Formulas For New 


Tex. Fire Rates Released 


AUSTIN—The Texas board has re- 
leased the new fire expense formulas 
for determining rates that are to be- 
come effective July 1. 

The formula includes an expense 
ratio of 48% and loss and loss ad- 
justment ratio of 52%, excluding cot- 
ton, and an expense ratio of 40% and 
loss ratio of 60% when including cot- 
ton. For extended coverage inland, the 
expense factor is 47.9% and 52.1% for 
losses and loss adjustment. 


Wisconsin Buyers Elect 


Karl F. Abendroth, Milwaukee & 
Suburban Transport Corp., has been 
elected president of the Wisconsin 
chapter of American Society of Insur- 
ance Management. Also elected were 
John H. Lungren, Clark Oil & Refin- 
ing, vice-president; Howard G. Doer- 
sching, Milwaukee Gas & Light Co., 
secretary, and Joseph A. Hussa, First 
Wisconsin National Bank, treasurer. 


Wright Joins Zurich In Va. 


Jackson T. Wright has been named 
casualty manager of Zurich at Rich- 
mond, Va. He was a senior underwriter 
for Boston and Old Colony before 
joining Zurich and before that was 
with Standard Accident, Loyalty group 
and National Surety, all in Richmond. 


International Auto Promotes 4 

International Auto Exchange of In- 
dianapolis has promoted Ward Fabel 
from claims manager to claims vice- 
president; Earl F. Watkins from office 
manager to assistant treasurer; Tho- 
mas Harris to auto underwriting su- 
pervisor, and Richard Davis to agen- 
cies director. 
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Pleas For Unification 
Of Producer Groups 
Heard At N. Y. Meeting 


Spokesmen from nine broker and 
agent associations in the New York 
area appeared on a panel at the month- 
ly educational forum of Greater New 
York Brokers Assn. Support was ap- 
parent for unification of individual 
associations so that opinions of the pro- 
ducers can be stongly presented be- 
fore the state insurance department, 
the companies and the legislature. 

A panel moderated by M. L. Nath- 
anson, chairman of the host associa- 
tion, included discussion of the assigned 
risk plan, the automobile market, ex- 
cess lines business, and the possibility 
that companies might cut commissions 
further in the face of stern competition 
on personal lines, notably homeowners. 

The panelists were George Ort, ex- 
ecutive vice-president Insurance Brok- 
ers Assn. of New York; Ben Hemley, 
regional vice-president New York 
State Assn. of Insurance Agents; Max 
Kurz, first vice-president General In- 
surance Brokers Assn.; George Sala- 
dino, president Long Island Insurance 
Brokers Assn.; Ernest Johnson, United 
Insurance Brokers Assn.; Calvin Raff, 
president Queens County Assn. of In- 


surance Agents; Aaron Riez, second 
vice-president Bronx Westchester 
Assn. of Insurance Brokers; Harold 


Fleischer, chairman Brokers Associa- 
tions Joint Council, and Edward Jaf- 
fin, president Greater New York Insur- 
ance Brokers Assn. 


Favor Department List 


Mr. Ort said that New York brokers 
tend to favor the insurance depart- 
ment setting up a list of approved 
non-admitted insurers. He advised 
brokers to make use of their business 
and banking connections to ascertain 
the capacity and financial structure 
of excess insurers which they use. 

Mr. Jaffin said brokers would some- 
times be well-advised to consider 
mergers which would lower the cost 
of doing business and increase profits. 

Mr. Johnson called the recent hear- 
ings on rule changes in the assigned 
risk plan “commission changes, with 
more money for less risk” for the com- 
panies. He warned that unless the 
companies realize that brokers are the 
eyes, ears, and voice of the public, they 
may face the prospect of more govern- 
ment regulation. 

The unionization of life debit agents 
in 1937 was recalled by Mr. Riez. While 
not favoring a labor union of brokers 
and agents, he emphasized that 
strength lies in unity. He asserted 
that many companies are trying to 
make captive agents of their independ- 
ent representatives. 

Mr. Riez predicted that the next 
company moves will be a five-point 
reduction on direct auto business and 
a 10-15% cut on homeowners policies. 


GAB Appoints Fagan 
And Ripley In Florida 


General Adjustment Bureau has ap- 
pointed James L. Fagan, general ad- 
juster at Orlando, Fla., and Robert H. 
Ripley, manager at West Palm Beach. 
Mr. Ripley, who succeeds Mr. Fagan 
at West Palm Beach, has been a senior 
adjuster there. 


W. P. Penny Is Promoted 


Wilford P. Penny has been pro- 
moted by Maryland Casualty from 
state agent in Illinois to manager of 
the fire and marine department at 
Denver. He has been in the business 
11 years. 
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Agent Opportunities Enormous, Will Expand Tremendously In ‘60s 


(CONTINUED FROM PAGE 2) 

ties. No doubt most of the major com- 
panies dealing in automobile insurance 
will provide such handy finance 
service just as the major automobile 
manufacturers early saw the wisdom 
of providing a separate corporation 
offering finance, and, more recently, 
automobile insurance. The next log- 
ical step undoubtedly will be packaging 
of insurance and financing in one 
easy-to-pay monthly installment. 











You can believe him, lady. Comp and 
liability renewals often take late hours. 
More, they often require the use of 
Bituminous individually tailored plans, 
utilizing to the fullest the advantages 


In many areas for years, he said, 
insurance agencies have provided mort- 
gage money. One insurer group re- 
cently created a mortgage finance 
company within its parent insurance 
organization to channel investment 
funds from its life company into the 
new mortgage subsidiary to finance 
home purchases. 

As property-casualty companies 
continue to organize new life compa- 
nies or acquire going life concerns, 


readily available funds from the new 
life company will result in expanded 
mortgage facilities available through 
agents and tied together in a simpli- 
fied monthly package. 

Mr. Overman noted that a year ago 
122 property-casualty insurers had life 
affiliates. This figure has grown in 


the past year. The opportunities for the 
all lines agent are very considerable. 
For example, the average family in 
the U.S. in 1958 has $8,800 of life in- 








BOW 


of modern rating procedures. This kind 
of underwriting, combined with safety 
engineering that helps keep losses in 
line, johnny-on-the-spot claim service, 


and prompt payroll audit service, can 
do a lot toward getting new business 
as well as renewals. They can also get 
you home earlier in the evening. 
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surance. Yet the human life value of if the ie 
a typical family head (measured by which sar 
his capitalized future income) arnount; [" pe t 
to between $100,000 and $300,000 de. Petse *° 
pending upon present age and future — 
earning expectations. Thus in spite of — wi 
the strides made in the sale of life in [@ ™"*© 
the past 20 years, gross under-insup. [°° a 
ance seems to typify the 1960 life in. argest vo 
surance scene. With several million likely am rt 
new families started in the 1960s, a panuity - 
vast, untapped market for life cover. aan won 
ages awaits the insurance producer, follow ~ 
Probably the most rapidly growing _ 
field of insurance today, in terms of mutual Qn 
premium volume, is health coverages, pan - ; 
Yet in spite of the need for A&s§ pad com 
the coverage, like life insurance, must pee — 
be sold through face-to-face con- |"* — : 
tact. The client does not seek out the wd ager 
agent. Major medical has broadened — o 
the opportunities in A&S for the} —_ 3 
agent, he said. handling 
with my 

Income Interruption Cover insurance 

Another A&S coverage that is get- ores 
ting increased attention is continua- income I 
tion of the family income in case of }). jack 
accidents or disease of the breadwin- |)...” 
ner. This is not unlike business inter- | 
ruption insurance in the property-cas- |Must Lea 
ualty field. It is family income inter- A fami 
ruption insurance. # 

In addition to monthly bills for in- > 
stallment purchasing, the family pay- agent or 
check must also meet payments on |, poss 
the home mortgage. Today, more than ound pl 
60% of American families are buying |ioce are 
homes with mortgage loans amount- |... fam: 
ing to $125 billion. Both types of debt |iave to 
—consumer credit and mortage loans | ocjalis 
—are up 160% over 1950. Yet the dis- rages v 
posable income is up only 61%. Thus what the 
debts have risen 2% times faster than “outside: 
incomes. Thus most American fam- were th 
ilies are totally dependent on their |, orde: 
monthly salaries. Adequate insurance }oujq + 
for the continuation of the monthly Med of 
income check is crucial. ooking 
Gives One Solution yaaa 

reat 

One important solution to the prob- |the tend 
lem of more and more older persons |the per; 
living longer and longer can be found |the gre: 
in wide-spread use of the annuity, |resultin; 
he observed. An annuity is the scien- ]|ount se 
tific liquidation of a principal sum of |book o. 
money such that payments will con- |competi 
tinue to the purchaser month by month 
regardless of how long he may live. |Persona 
A family, by purchasing an annuity Mr. € 
while the breadwinner is fairly young, 4 grow 
can pay nominal monthly installments and cor 
which will accumulate over his work- beth v 
ing life so that he and his wife serount 
will be provided with guaranteed mine n 
fixed-dollar monthly income checks Se bes 
starting at retirement and continuing provide 
throughout his non-working years re- How 
gardless of length of life. Here is 4 |i, tim 
most unusual form of old-age protec- ness it 
tion unavailable and unobtainable from areas? 
any other financial institution in the Way: 
US. It is, he said, probably unknow? | jicooy¢ 
a the majority of young heads of fam- compan 
ilies. the ¢ 

The variable annuity concept came + Ai 
into being as a natural consequence |iey-wr 

premiu 

and a 
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f¢ the problem of continued inflation 
” fwhich creates a corresponding decline 
’ In the value of the dollar. It creates a 
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at much lower unit costs. The full po- 
tential of this new equipment, already 
owned by many insurers and a few 
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0 de pedge to the erosion of the value of agencies, has not yet been adequately 
future retirement dollars. Currently only tested nor effectively utilized. In all 
tnree or four companies in the U.S. probability, great strides in the 1960s 
re marketing this kind of retirement will be made in the fuller utilization 
ncome insurance. However, one of the of automation in insurance. Efficiencies 
largest life companies, Prudential, is will be especially pronounced in the 
* likely to enter the field with a variable marketing aspects of the product. 
ynnuity in the near future. When it Methods will certainly be found and 
foes, many others are expected to instituted for marketing the product 
” Hollow suit. in the least cost, lowest time-consum- 
More all lines agencies are starting ing manner. 

mutual fund sales divisions, Mr. Over- Another important technique for 
man indicated. More insurer-mutual simplifying marketing lies in the area 
‘lund combinations have been effected. of packaging two or more previously 
’ IIne agent recently observed: “When autonomous contracts into one bundle 
the reduction in commission rates hit of coverage, Mr. Overman said. The 
my business, I looked around for some real labor-saving aspect of this tech- 
means of offsetting the loss. Happily, nique lies in the opportunity to stand- 


handling mutual funds in conjunction 
wih my regular property-casualty 
insurance. I can report that my com- 
mission losses have been more than 
compensated for by this new source of 
income. Moreover, I was surprised by 
the lack of difficulty in selling mutual 
funds.” 


| was introduced to the idea of ardize the package to fit the average 


or normal needs of millions of fam- 
ilies in the middle income group. This 
is accomplished by incorporating into 
the package reasonable or standard 
portions of each of the different cov- 
erages. Rating, for the agency, is also 
simplified since only one quoted rate 
will prevail for the entire package in 


Swett & Crawford 


nter- i contrast to separate rates for each 
~cas- Must Learn Entire Needs of the autonomous coverages sold prior 
nter- | 4 family adviser on insurance and _ to the composite package. 

finance matters, whether he is a prop- 


aty-casualty agent, a life or health aA ‘ ; 
Pay- ligent, or a mutual fund dealer, can- |§ One major insurer group in the mid- 


S Int possibly advise the family in a West has been marketing for several 
than sund professional manner in any of Y€ars a super package of homeowners, 
1YIN§ |ihese areas until he learns of the en- family automobile, and A&S. At 
unt- |ire family needs and the funds they least one other major group has ap- 
debt |nave to meet them. In the past, each Pointed a committee to develop a sim- 
loans specialist gave advice and wrote cov- ilar package contract. Two major com- 
dis- |ages without bothering to discover Panies have been marketing a combi- 
Thus |what the family already had in these nation of homeowners and life and 
than |. utside-of-his-jurisdiction” areas. Nor disability mortgage redemption insur- 
were the family’s total needs ranked ance. 

in order of their importance. How One major specialty company has 
ance jould the agent, then, give any on its drawing board a combination 
thly Iiind of professional counsel without Package of permanent life insur- 
looking at the family’s entire financial ance, A&S, and mutual funds. Another 
victure? combination blends life insurance with 
Greater rewards should accompany mutual funds. The mutual funds pur- 
rob- |the tendency toward account selling in ; 
SONS Ithe personal field, he said. Moreover, 
und the greater diversification of writings 
uity, resulting from across-the-board ac- , e 
‘1en- {count selling should produce a steadier 

n of |book of business less vulnerable to 

con- |competition. 


Super-Package Marketing 


















































onth 
live. |Personal, Commercial Fields 
= Mr. Overman sees the possibility of 
— a growing separation of the personal “~~ * 
- * and commercial lines agents. However, 
mere both will get more and more into 
seal account selling, into surveys to deter- 
aaa mine needs, and into programming as 
a the best method of aiding insured to 
provide for those needs. ; ; ; 

a How is the agent or broker to find As cherished today as the covered bridges built by 
ne the time to broaden his personal busi- their forefathers to span New England’s 
rom |"e8S into all of the family finance churlish streams is the heritage of service and 

9 pars y P e e 
the 7. ll ian eal tiki Cable dependability which has guided New Englanders in their 
wes teenth cleeer sgenty- business enterprise since Colonial times. 
am= |company cooperation, to lower not only Independent Agents who appreciate these qualities 
sia the administrative costs but also the rely on the Peerless Insurance Company 
nce |.w® devoted by the agency to pol- for modern, multiple-line coverages in the 





ity-writing, rating, record-keeping and 
premium-collecting. Labor cost saving 
=| |*nd agency-time saving devices of 
; 
) 


Bond, Fire, Accident & Health, and Casualty fields. 


every description must be instituted 
lo free agents for direct marketing. 
They must engage in far more face- 
lo-face contacts during the course of 
the business day. If the agent chooses 
fo concentrate more and more in the 
broader area of family finance, he will 
have to find methods which will free 
him for evening calls when he can 
find the family heads together. 

Electronic data processing has been 
found to do most of the “chores” pre- 
viously handled manually by employ- 
‘ far more efficiently, accurately and 
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chase is insured for the unpaid bal- packaged policy is standardized for a considerable growth in monthly its premiums, and 25% of insured g¢.|yjthout € 
ance by decreasing term life. This amounts to meet the needs of the ma- budget plans. The 1960s will see sub- counted for 75% of its total volume. sy, the hi 
package is being offered by U.S. Life, jority of funeral directors. The major stantial increases in the payment of When broken down by commission jp.Jness writ 
Continental Acsurance and Old Re- advantage of this new development is premiums monthly for both personal come, the extremes were even mor Agencies 
public with Commonwealth Invest- the simplicity of marketing this com- and commercial policies. pronounced. This prompted the agency} ual pren 
ment Co., Commonwealth Stock Fund, bination of coverages in one quick and Many agents and company men be- to concentrate its effort on the more}mercial | 
and Commonwealth Income Fund sup- easy transaction. A similar super- lieve that the commercial field of- profitable clients which, the Study}94.7%; 
plying the fund shares. A similar package has be2n worked out for fers the greatest financial rewards in revealed, were predominantly commer. $100,000 
super-package is available in England. the motel owner. An apartment own- contrast to the writing of personal cial. 3400,000, 
But, Mr. Overman said, special su- ers’ policy is available in a few states. lines in the old fashioned way (not as An agency in Ohio found that 659, 65.2%, al 
per-packages also have appeared on A service station policy is being mar- expanded to family finance). of all its insured paid annual preni.- ’ 
the market recently in the commercial keted. A large Chicago agency discovered ums of $20 or less, mostly personal} oun 
field. A new funeral directors policy As the trend continues toward after an analysis of its entire book of This encouraged the agency to con-| Mr. O' 
combines a number of separate cover- package selling of coverages, these business that 75% of its insured centrate on commercial risks. sesting 
ages needed for funeral homes. The developments will be accompanied by brought into the agency only 25% of In a California agency with annual Agencies 
‘ volume of $1 million, the two partners}575% of 
believed neither could afford to spend}jines. H: 
time with clients for less than $25 perlig grow 
: hour in commissions. Their _ first}rod of 
7 4e agency analysis in 1951 showed that] concentr 
re y oO ul p ro i i n i = 2 8 21.5% of total transactions (an invoice} pial insu 
billing calling for a premium payment)] writir 
accounted for 7% of volume. Despite} quires te 
: their continued efforts to eliminate the] man er 
less profitable business, they discov-| »mmenc 
ered from their 1959 study that 21%] Agent 
from the interest created by these of their transactions still accounted] into con 
; for only 5% of their volume. In both been CO 
eye-stopping MARINE OFFICE instances, these results were from ace] nec 
advertisements reaching an counts producing less than $500 in} an y 
audience of nearly two million Pe a eae vealed 
readers of leading Turn To Commercial Clients selling 
yachting publications? From 1951 to 1959, the agency in- _ . 
: creasingly concentrated on commer- less dif 
Boat owners, boat dealers, boat cial account selling. For 1954, 27.8%] coount 


of their invoice transactions involved]... 
yards and yacht clubs are valuable accounts producing $5,000 or more in _— 


sources of new business. premiums per year for 508% of 4a 
Follow up now —provide hull and volume. From 1954 to the present, they cont 3 


have continued to concentrate on larger 
commercial accounts. The 1959 results 


liability insurance through the keep it 





























MaRINE OFFICE OF AMERICA, showed 45% of their invoice transac- gpl 
an outstanding leader tions in the over-$5,000 account cate- ag 
in the field. gory. These accounts produced 73.4% they st 
of total premium. The over-$5,000 ac- cane os 
counts produced an average commis- pin 
: sion per transaction of $60.33, the A 
highest in all premium sizes. They =, 
found, without exception, that the} —~. 
This advertisement is larger the premium per account, the with 1 
currently appearing in: higher the average commission per _ - 
transaction. aoe 
navigation. 4 nent. «x LAKELAND BOATING On personal lines the average num- a th 
sion to Know the a ofy and good ue + MOTOR BOATING ber of transactions was 2.3 and the) «0 
y precaution | ghem with © iow - average commission per transaction} —- 
ei oe veal your to avoid am — + POPULAR BOATING was $11.89. But on om ac-| With t 
scicted afe : + RUDDER counts the breakdown was: Up to $500, proble 
Ser ae 4 SEA & PACIFIC number of transactions 5.5, commis- _ 
ery your first COM ating ity claims, sion per transaction $12.56; $500 to $1,-| . 
Making 3 Zation in ples trom tebe MOTOR BOAT 000, 6.9 and $20.72; $1,000 to $2,000,) SU? 
+ THE SKIPPER 11.2 and $27.88; $2,500 to $5,000, 19 and} “Me cl 
*« YACHTING $37.44, and over $5,000, 43.8 and $60.33.) Progr 
The two agents now are devoting A 
100% of their time to commercial ac- oe 
a 6 ae counts. 
Oye Principe! vance company A large midwest agency company ner 
ix ine company sent a set of detailed questions on| ™" 
agency operations to 2,800 agents. ons 
More than 1,000 completed the ques- 


tionnaire. The answers revealed that, 
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without exception, the larger the agen- 
cy, the higher the percentage of busi- 
yess written in the commercial field. 
Agencies with less than $30,000 in an- 
qual premiums did 21.1% of it in com- 
mercial business; $30,000 to $60,000, 
4.7%; $60,000 to $100,000, 30.5%; 
$100,000 to $200,000, 35.5%; $300,000 to 
$400,000, 42.5%; $400,000 to $1,000,000, 
§5.2%, and over $1,000,000, 74.6%. 


(an Still Write Personal Lines 


Mr. Overman said he was not sug- 
gesting omission of personal lines. 
Agencies as large as $250,000 still wrote 
37.5% of their total volume in personal 
lines. However, the agency is likely 
fo grow much larger in a shorter pe- 
riod of time through an _ increasing 
concentration on the field of commer- 
cial insurance. 

Writing commercial business re- 
quires technical proficiency, Mr. Over- 
man emphasized. For this he rec- 
ommended the CPCU program. 

Agents frequently ask how to break 
into commercial coverages if they have 
been concentrating on personal busi- 
ness. 

An up-state New York agent re- 
vealed that his approach to survey 
selling in the commercial field is to 
learn of every new business which 
starts in his community. He has much 
less difficulty obtaining the complete 
account of a new business than ac- 
quiring volume from firms already in 
operation and with established ar- 
rangements for insurance. The new ac- 
count needs service, and he is apt to 
keep it permanently. As these firms 
grow, the account grows. This has been 
his approach for 15 years, and many 
businesses which he insured when 
they started are on his books and are 
now among his largest accounts. 
Another New York agent settled on 
certain kinds of business, for example, 
local hardware and appliance dealers 
with repair departments: He special- 
izes in the knowledge of appropriate 
coverages for this class of risk. He is 
considered the insurance manager of 
the firm. This kind of insurance ad- 
viser must become thoroughly familiar 
with the operations, the perils, and the 
problems connected with the type of 
business in which he is specializing. 
The business man is not going to learn 
insurance—the producer must learn 
the client’s business. 


Program Gradually 


A consultant in Buffalo has discov- 
ered that breaking into accounts is not 
generally accomplished by preparing 
an elaborate survey with recom- 
mended policies covering all the major 
perils and then presenting this to the 
firm for consideration. Such an in- 
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volved and technical survey tends to 
overwhelm the business owner, and he 
tends to recoil. The proper technique 
is to prepare the survey gradually— 
over a period of years—by working on 
each of several important areas of cov- 
erage by stages, for example, liabil- 
ity, crime coverages, and later busi- 
ness interruption. 

A broker in Minneapolis maintains 
that an effective technique in obtain- 
ing commercial accounts is to study 
carefully the markets here and abroad 
—to learn where the _ difficult-to- 
place business can best be insured. He 
has learned that certain companies on 
certain types of coverage have rates 
which are considerably below av- 
erage rates. These are not weak or 
unheard of insurers but leading com- 
panies. The broker shows the client 
how he can broaden and strengthen 
coverage, and save the client money 
on the account. 

A Dallas agent has discovered that 
most commercial accounts have not 
been properly serviced. For example, 
the business interruption policy of 
one company omitted a location al- 
though the premium being charged in- 
cluded sales for the location. The agent 
has discovered numerous instances of 
such neglect and they have led to cli- 
ents for his agency. 

A Florida broker has found that 
many times it is feasible to shift in- 
sured from one to another rating 
basis with substantial savings. 

Imagination plus technical know- 
how seem to be the two most impor- 
tant ingredients in the acquisition by 
the agent or broker of more commer- 
cial business, Mr. Overman said. 


Chicago Buyers Hear 
Kelly Discuss Problem 


Of Insurance Capacity 


To place three auto assembly lines 
in a single-area building may be more 
efficient than to erect a separate plant, 
but it creates tremendous problems 
for the insurance manager, Ambrose 
B. Kelly, general counsel Associated 
Factory Mutuals, told Chicago chapter 
of American Society of Insurance 
Management at its final meeting of 
the current season. 

Mr. Kelly’s address was on the in- 
surance capacity problem of American 
business, which, he said, was the prob- 
lem of the agent or broker rather than 
of the companies. 

Although capacity is more exten- 
sive in this country than anywhere 
else, there are instances where it has 
been exhausted, he said. Ford Motor 
Co., for instance, is unable to buy the 
total amount of business interruption 
insurance it would like. 
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Vt.. Me. Auto Rates 
Change; File In S. C. 


National Bureau and National Auto- 
mobile Underwriters Assn. revised 
automobile rates in Vermont and 
Maine, effective June 8. 

In Vermont, National Bureau in- 
creased auto BI and PDL rates 11.1% 
for private passenger cars, and 2.2% 
for garage risks, and reduced rates 
5.8% for commercial cars. Farmers will 
continue to receive a 30% discount for 
private passenger rates. 
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for popular priced private passenger 
cars $1 statewide. Private passenger 
$50 and $100 deductible rates for pri- 
vate passenger cars were increased 6%. 

In Maine, National Bureau increased 
BI and PDL rates 9.4% for private pas- 
senger cars, and 17.3% for garage 
risks, and reduced commercial car 
rates 10.2%. Farmers continue to re- 
ceive a 30% discount. 

NAUA reduced rates for $50 and 
$100 deductible PHD approximately 
6% statewide. Comprehensive PHD 
rates increase about 1%. 


Carolina for an average rate reduction 
of 2.1% on private passenger cars, and 
increases of 9.2% on commercial cars, 
and 9% on broad coverage garage 
risks. A hearing set for June 7 on the 
filing was postponed. 

Glens Falls held a four-day home of- 
fice claims and loss conference at Lake 
George, N. Y. Collis G. Lane, attorney 
of Columbus, O., and Alfred L. Mosely, 
chief investigator of research on fatal 
collisions for Harvard University’s 
department 
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Clift Jones Jr. Elected |\Term 


Chairman Of R. B. Jone 


Cliff C. Jones Jr. has been electe/ 
chairman of R. B. Jones & Sons agenoy 
of Kansas City 
For 10 years jy 
has been vice 
president and , 
director. 

The son of Clit 
C. Jones Sr., hon. 
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When that “‘lump sum premium” is your Waterloo with a hot 

prospect, you can divide and conquer with the Phoenix Monthly 

Premium Payment Plan. Your client pays premiums in 10 easy 

monthly payments — and the bugaboo of “lump sum premium 

payments” is gone forever. You sell more prospects more easily 
. and enjoy all these additional benefits, too: 

1. Offer choice of 2 plans — 10 payment for 1, 3, 5 year policies, 
30 payment for 3 and 5 year policies. Only 1/10 or 1/30 
down payment required. 


N 


. You forget about handling collections. Insured pays 
Phoenix directly. 

3. You run no risks — Phoenix does all the financing. Interest 
is only 6%, down payment only 10%. 

4. You get your commission right away — on the total coverage 
sold. No waiting. 

So, if you’re a Phoenix of Hartford Agent, make hay with the 

new Phoenix Monthly Premium Payment Plan — divide and 

conquer new markets. Start collecting commissions right away. 

Send for Your Phoenix Salesmaker Kit 
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orary chairman] mospher 
Mr. Jones has been ance?” 

prominent in loca 4 
civic and charit.| Sees “Im 
able organization} Mr. G 
for many years}ihat “in 
He is past presi-lthird br: 
dent of the Kansas onthe v 
City Chamber of Commerce and he i} “Ten 

director and past chairman of the ad-ljpor (P. 
visory board of the Salvation Army} most po 
a director of Kansas City F.&M., antling of 

president of Jones Plans, managers and] ¢rved 1 
distributors of Associations Investment| fmpire 

Fund. 
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Strawley President Of insuranc 
: ° industry 
Phila. Accountants Unit = [isy-hur 


Joseph L. Strawley, Indemnity of|marily 
North America, was elected president] burial 1 
of Insurance Accountants. Assn. off “This 
Philadelphia at its annual meeting. characte 

Thomas B. Egee, Maryland Casual-]indicati 
ty, was elected vice-president, andjstandin; 
Robert Stagg, New Amsterdam, sec-}reflect 
retary-treasurer. Mr. Egee, and Fred]termino 
Sandford, Ohio Farmers, were elected] major | 
to the association’s board. 


= Quotes 
Hawaii Board Elects a 
S. W. Kelley President eta 


Board of Underwriters of Hawaii,|quoted 
at the annual meeting at Honolulu, has| Street 
elected Stafford W. Kelley, president.| followi 
Seiji Motoki is vice-president and] “So-« 
Harry G. Albright was reelected secre-]standa1 
tary. age inc 

J. Dewey Dorsett, general manager] “Indi 
of Assn. of Casualty & Surety Com-] dividue 
panies, spoke at the meeting, along] premiu 
with Paul H. Jones, president of Na-| door ag 
tional Assn. of Insurance Agents. “Gro 
tract, | 
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Specialty Insurance Agency has 
been organized at 1145 Peachtree 
Street, N.E., Atlanta, to write auto- 
mobile BI and PDL. It will also op- 
erate in South Carolina. Charles G. 
Duncan Jr. is president and David L. 
Wilson vice-president. Mr. Duncan is 
president of General Automobile Club 
of Atlanta and Duncan & Associates 
in Atlanta. Mr. Wilson formerly wa: 
with Aetna Casualty and Georgia Cas- 
ualty & Surety. 





Standard Accident Names Kedrow 

Standard Accident has named Wil- 
bert M. Kedrow special representative 
in the property department at Chicago. 
He has had 12 years experience in fire 
prevention and engineering: Inspecto! 
with Indiana Rating Bureau; inspector 
and supervisor Illinois Inspection Bul- 
eau, and engineer for both Westerl 
Actuarial Bureau and Gypsum Assi. 


Mich. Mutual Liability Names Three 

Michigan Mutual Liability has pro- 
moted E. L. Cox from administrative 
assistant to manager at Kalamazoo and 
Francis J. Novak to administrative 
assistant for Michigan at Grand Rap- 
ids. With the company since 1951, Mr. 
Novak will be succeeded as general 
auditor by Lawrence R. Meister, wh? 
has been a procedure analyst. Mr. Cox 
went with Michigan Mutual Liability in 
1952 and Mr. Meister in 1949. | 
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(CONTINUED FROM PAGE 11) 

two? How in Heaven’s name did we 
settle on ‘ordinary’ as a label?” 

“The usual synonym for ‘ordinary’ 
is ‘common’; the usual antonym is 
‘extraordinary.’ Does the public wish to 
buy ‘common’ life insurance or ‘ex- 
traordinary’ life insurance. Webster’s 
gees on to define ‘ordinary’ as ‘not 
distinguished by superiority of any 
kind.’ Is this the kind of language at- 
mosphere appropriate for life insur- 
ance?” 


Sees ‘Industrial’ Tag Losing Out 


Mr. Gregg said there is evidence 
that “industrial” as the tag for the 
third branch of life insurance may be 
onthe way out. 

“Ten years ago,” he said, “the au- 
thor (P. A. Samuelson) of America’s 
most popular economics text, in writ- 
ing of industrial life insurance, ob- 
served that ‘just as the Holy Roman 
Empire was neither holy, nor Roman, 
nor an empire, so industrial insur- 
ance is not industrial and it is hardly 
insurance. It has nothing to do with 
industry but is used to refer to the 
few-hundred-dollar policies sold pri- 
marily to the very poor, usually for 
burial money.’ 

“This rather breezy and flippant 
characterization is quoted not for an 


-jindication of the economist’s under- 
ijstanding of insurance but rather to 
-Ireflect the 
ijterminology we have selected for a 


inappropriateness of the 


major branch of life insurance.” 
Quotes From Newspaper 


As evidence that the public, not just 
insurance people, are involved in this 
confusing terminology, Mr. Gregg 
quoted from a news item in the Wall 
Street Journal of May 24, 1960, the 
following passages: 

“So-called ordinary life insurance— 
standard policies of the sort the aver- 
age individual buys—fell 0.7%. ... 

“Industrial life insurance—small in- 
dividual policies on which weekly 
premiums are collected by door-to- 
door agents—also declined, to... . 

“Group life insurance—one_ con- 
tract, bought as a rule by an employ- 
er, covering a number of persons, 
showed a... .” 


Reflects Terminology Weakness 


“Do you sense the problem of de- 
lineating these three types of insur- 
ance?” Mr. Gregg asked. “Is it just 
possible that the wording ‘so-called 
ordinary life insurance’ reflects a 
weakness in our terminology and in 
our ability to communicate?” 

Going on to other life insurance il- 


lustrations, Mr. Gregg said it seems 
unlikely that any life insurance term 
is more misunderstood than “reserve.” 

“We speak of financial reserves of 
companies as assets, whereas actually 
they are the complete opposite, name- 
ly, liabilities,’ he pointed out. “Life 
insurance companies have the reputa- 
tion in some quarters of being ‘rich 
as Croesus,’ when actually they should 
be viewed as depository institutions 
with tremendous liabilities to policy- 
holders. 


‘Dividend’ Called Confusing 

“And how about the word ‘divi- 
dend’ as used in life insurance? Just 
how confusing is it to the public, to 
writers, to legislators, to judges, and 
the like? How about such terms as 
‘premium,’ straight life,’ ‘whole life,’ 
‘non-forfeiture,’ ‘supplementary con- 
tract,’ and ‘annuity certain,’ to men- 
tion but a few.” 

Analyzing the language problem 
that plagues all branches of insurance, 
Mr. Gregg expressed the belief that 
“it is we in insurance who have 
created our problem.” 

“It was Humpty Dumpty of Alice 
in Wonderland fame who said, ‘When 
I use a word, it means just what I 
choose it to mean—neither more nor 
less” ” said Mr. Gregg. “It is we who 
have individually and_ collectively 
Humpty-Dumptied our language to 
the point that it is hard even to under- 
stand each other. Pity the poor pub- 
lic!” 

“As much as we might want to 
blame our forebears in insurance for 
our language legacy, it is we who are 
squarely in the spotlight. It is we who 
make the language. If we wish to 
continue confusion, we can do so. If 
we wish to seek clarity, this can also 
be done. Our opportunity is summar- 
ized in the truth that ‘dictionaries do 
not make the language; language 
makes the dictionaries’—the theme of 
the Commission of Insurance Termi- 
nology.” 


Established By Teachers 


The commission, Mr. Gregg _ re- 
called, was established in 1959 by 
American Assn. of University Teach- 
ers of Insurance, and financed by the 
association, to introduce in an evo- 
lutionary way greater clarity and ex- 
actness in insurance terminology. The 
commission’s objectives are: 

—To engage in a continuing study 
of insurance language (words and 
phrases) to evaluate the effectiveness 
of the language and recommend im- 
provements where desirable. 

—To accumulate and publish a glos- 


sary of insurance words and phrases 
on which there is general agreement 
among practitioners and educators as 
to their meaning. 

—To develop a continuing program 
of information by which writers, edi- 
tors, insurers and others will have 
available more accurate and meaning- 
ful insurance terminology and, 
“through the art of gentle persuasion 
and assistance to those who make the 
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improvement in insurance terminology. 

The pilot group that is working on 
these objectives is the committee on 
health insurance terminology, made up 
of 24 persons with E. J. Faulkner, 
president of Woodmen Accident & 
Life, as chairman. 


Was It Rightly Named? 


“It is interesting to note,” said Mr. 
Gregg, “that this committee has spent 
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a great deal of its time during its first 
year of operation in determining 
whether or not it was properly named 
at the outset.” The committee’s first 


insurance language, gradually bring 
some order out of the present chaos.” 

—To cooperate with any other 
groups or individuals seeking to attain 
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report was published in the AAUTI’s 
Journal of Insurance for March and 
Mr. Gregg recommended a reading of 
it to his listeners “not only because 
it reflects a fascinating interplay of 
ideas and opinions but also because it 
is reflective of the kinds of problems 
to be expected in the future work of 
all committees.” 

The committee on pension and 
profit-sharing terminology has been 
organized and will begin its work this 
year. It is headed by Dan M. McGill, 
who is Frederick H. Ecker professor 


of life insurance at University of 


HOT OFF the PRESS! a: onan: 


Authorized SHAT-R-PROOF Dealers in this new 1960 Directory for their 
auto glass replacements. 


The guaranteed service, and finest 
quality glass they receive will keep them 
coming back to you.. . as satisfied cus- 
tomers. Write for your Directory today. 
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Pennsylvania. Other committees, now 
being organized, will cover property 
insurance terminology, life insurance 
terminology and general terminology, 
the latter to be concerned with insur- 
ance language that cuts across all 
branches of the business. 


Discusses Dual Function 


“Our experience thus far suggests 
that the work of the commission and 
its committees will develop along two 
basic lines,” said Mr. Gregg. “In the 
first place, it shall be their responsi- 
bility to consider words and phrases 


within their respective fields and, 
where desirable, re-define terms in an 
effective manner. 

“The second function is to com- 
municate the decisions to writers, edi- 
tors, speakers, legislators, companies 
and librarians, and persuade these 
groups to adopt the improved lan- 
guage. In regard to the second func- 
tion, it should be mentioned again 
that ‘dictionaries do not make the 
language; language makes dictionar- 
ies.’ 

“In other words, dictionaries adopt 
meanings only after the users of lan- 
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guage adopt these meanings. Hence. 
the work of the commission must he 
embraced by insurance if it is to have 
value. If, for example, companies 
textbook writers, librarians, legisla. 
tors and the like will not adopt ‘health 
insurance’ as the generic term to des. 
cribe this branch of insurance, then 
inevitably this decision of the commit. 
tee on health insurance terminology 
will be a sterile one. In the same 
sense, if this term is gradually adopt. 
ed, then inevitably it will show up in 
the dictionaries of the future as the 
generic term for this field.” 


Revolutionary Changes Opposed 


Touching on the speed with which 
language changes will be made, Mr. 
Gregg said the commission has adopt- 
ed the concept that evolutionary 
change—as contrasted with the revo- 
lutionary variety—must be the key- 
note. 

“Inevitably, recommendations which 
are revolutionary in form or timing 
will meet distrust and resistance,” he 
said. 

Insurance librarians, said Mr, 
Gregg, occupy key positions with rela- 
tion to the commission’s work, and 
“we hope always to have your interest 
and cooperation in this long-range 
project.” 


Commission Sharing 
Plans Of Mich. Local 
Boards Win Blackford OK 


LANSING—Commissioner Black- 
ford of Michigan has given the green 
light to plans for placing public busi- 
ness such as those which have long 
been used by local boards of Michigan 
Assn. of Insurance Agents. 

Following an extended hearing, the 
commissioner has decreed that an 
agent may divide his commissions on 
public business any way he pleases 
so long as there has been no interfer- 
ence with open competition. 

Under the most frequently used 
plans in larger cities outside Detroit, 
the agents awarded public business 
turn over the bulk of commissions to 
the local board for use in civic pro- 
jects such as fire and accident pre- 
vention activity, junior firemen pro- 
jects, school safety patrols, cleanup 
weeks, and the like. 

The commissioner’s ruling sets forth 
the requirements to be met under the 
1956 code, as amended. These essential 
prerequisites are: 

1. A person writing insurance must 
be properly licensed. 

2. There may be no remuneration 
of a person other than a licensed agent 
or solicitor for procuring or inducing 
business, furnishing leads or prospects, 
or in similar manner acting indirectly 
as an agent or solicitor. 

3. No rebates may be paid to in- 
sured. 

4. No arrangements may be made 
under which an agent or solicitor can 
be held to be the agent of the insured 
rather than the insurer, or whereby 
an agent is permitted to solicit or 
place any class of business other than 
those authorized in Michigan by such 
agent’s insurer. 

5. No arrangement may be entered 
into “whereby insurers or agents, in 
essence, agree to prevent open and 
free competition as to business trans- 
acted in this state.” 

Commissioner Blackford’s ruling was 
prefaced by the explanation that the 
department has received many _ in- 
quiries regarding placement of public 
business and it was felt that a public 
hearing should be granted to afford 
the public an opportunity to express 
its views. 
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June 17, 1960 


Eyes UM Problems, 
Cites AR Results At 
lowa Agents Meeting 


CONTINUED FROM PAGE 12 

just to companies. Excluding all over- 
head, and considering loss costs only, 
it has been estimated that companies 
lost between $12 and $17 million on 
AR business in 1958. It may not be 
asking too much to suggest that the 
agent contribute his services as his 
share in this over-all problem. 

While the most pressing task is to 
reduce the number of applicants to 
AR plans, it can also be agreed that 
companies are entitled to some relief 
from high AR loss ratios. Wisconsin, 
Maryland and South Carolina have 
adopted uniform AR rates and poli- 
cies. The problem is to make sure the 
uniform rate is high enough to allow 
participating companies at least to 
break even, Mr. Ewen declared. 

He pointed out that in most states, 
including Iowa, clean risks are not 
surcharged. Yet the nationwide loss 
ratios on these clean risks is 167% 
for BI and 97% for PDL. Many un- 
derwriters believe that a person who 
must file evidence of financial respon- 
sibility is a better risk than a person 
who merely has been “lucky.” 


UM Developments 


This opinion has been substantiated 
by the nationwide experience under 
AR plans, as the loss ratios on the 
surcharged risks are slightly lower— 
153% for BI and 109% for PDL. One 
company, specializing in sub-stand- 
ard business, reports it has been writ- 
ing risks requiring a financial respon- 
sibility filing at a profit, while the 
experience has been poor on risks 
without a filing. 

While the AR plan makes liability 
coverage available to most people, 
there remains the problem of the fi- 
nancially irresponsible motorist who 
makes no effort to obtain coverage, 
Mr. Ewen said. When New York 
adopted compulsory, and while similar 
measures were being considered in 
other states, the business devised UM 
coverage. This was later broadened 
to include hit-and-run cases, and its 
name was changed to family protec- 
tion coverage. Apparently this idea has 
been fairly successful—only one state 
has since adopted compulsory—since 
it affords protection to the innocent 
party for accidents caused by hit-and- 
run drivers, stolen automobiles and 
the uninsured out-of-state driver. 

Mr. Ewen noted that California, New 
Hampshire, Oregon and Virginia have 
made this coverage mandatory. South 
Carolina will follow suit Jan. 1, 1961, 
and other states have either intro- 
duced or are considering similar laws. 

The acceptance of family protection 
coverage has been gratifying, and Mr. 
Ewen hopes that companies and agents 
will continue to endorse it to help 
solve the UM problem and to combat 
compulsory. 

He does not believe that rates are 
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Health Insurance 
Needs Are Equal 
To Life: Osler 


(CONTINUED FROM PAGE 8) 

your house; but if you live but can’t 
meet the mortgage payments, to hell 
with you. Don’t bother me.’ ” 

Mr. Osler saw a third need in that 
of readjustment income to cushion 
the step down from the level of earned 
income to whatever is left of continu- 
ing income. If there is a need for re- 
adjustment income because of death, 
there is an equal need for it because 
of disability. 

Income, he said, must also be pro- 
vided for the family period, because 
the monthly rent and light bills must 
be paid by the family whether the 
former breadwinner is in the grave 
or a wheelchair. 

Mr. Osler observed that it is easier 
to find a “psychological out’ when 
the life agent is talking about the fate 
of the family left without adequate 
income when the husband dies. 
One can subconsciously think, “But 
if those things do happen, at least I 
won’t be here to see them.” 

However, he said, “If I don’t die 
but can’t work, I’ll be right there see- 
ing it all. I'll watch my house being 
sold...T’ll be there when the social 
worker comes to see if the kids are 
qualified for Aid to Dependent Child- 
ren.” 

After the children are grown, the 
widow still needs an income—even 
the widow of an economically dead 
man, he reminded his listeners. 

Conversely, health insurance alone 
will not satisfy family security re- 
quirements, Mr. Osler emphasized— 
the agent must not forget to accom- 
pany it with life coverage. 


Cleveland AéH Men 


Elect Barrett President 


Cleveland Assn. of A&H Under- 
writers has elected William P. Bar- 
rett, Bankers Life & Casualty, presi- 
dent; Seymour Prell, Massachusetts 
Indemnity, 1st vice-president; An- 
thony Gall, Mutual Benefit H.&A., 
2nd vice-president, and Mrs. Veda 
Sutliff, Columbus Mutual Life, secre- 
tary-treasurer. 





Spokane Assn. Elects Burch 

W. E. Burch has been elected presi- 
dent of Spokane Insurance Assn. Clar- 
ence E. Ayer and E. Ralph Adams are 
vice-presidents and Leonard E. Salla- 
day and E. R. Jeremiah are trustees. 





going to be increased to the point 
where underwriting requirements can 
be relaxed. Yet a home must be found 
for the less desirable risk. Sub-stand- 
ard companies offer one solution. They 
make it possible for agents to provide 
more complete protection for clients 
and even make it easier for an 
underwriter to reject an application, 
Mr. Ewen concluded. 
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Help them get set 
for more family fun 





@ That boat and outboard motor 
will add a lot to the enjoyment of 
family outings that are ahead for 
your clients and prospects. And 
what better time than now to re- 
mind them of the need for ade- 
quate insurance on their boats, 
outboard motors, boat carriers or 
trailers—whether ashore or afloat. 

Enough protection of the right 
type to cover loss or damage to 
boats and equipment; liability for 
damage to other boats as the re- 
sult of collision; as well as bodily 
injury liability protection to cover 
injuries to others arising from 
boating accidents. 


Cun Cealos/bfitid, 


INSURANCE COMPANY 


Indianapolis 7, Indiana 


Providing this broad range of 
protection for boat owners—under 
participating policies which lower 
net cost—is just one of the ways 
that our agents are equipped to 
give buyers the better insurance 
value they want, whether it’s a 
Boats and Outboard Motors, 
Homeowners, or a Comprehensive 
Personal Liability Policy. Why not 
talk to one of our special agents 
about our AGENCY PLAN; check 
on the opportunities it offers to pro- 
ducers to build premium volume... 
to put personal accounts beyond the 
reach of competition. 


Western Department: Omaha 2, Nebraska 
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Annals Authors Eye Safe Driver Plans 


(CONTINUED FROM PAGE 10) 
should be examined from the stand- 
point of whether it is a merit rating 
plan for individually owned private 
passenger automobiles or, instead, as 
contended by the originators, only 
an extension of the private passenger 
classification plan: Another element 
in the rating of individual private 
passenger cars. Merit rating may be 
defined as a system whereby an in- 
dividual risk within a class may de- 
velop a deviation from the class rate 
by virtue of the risk’s own loss expe- 
rience or some other factor, Mr. Er- 
win observed. 

On the basis of this definition, the 
safe driver plan appears to qualify as 
a merit rating plan for individually 
owned private passenger automobiles. 
In any case, he assumes that it is, and 
raises the question of how such a 
plan might be expected to work when 
it is almost universally conceded by 
insurance people that units as small 
and as uncontrolled as private pas- 
senger automobiles are not sufficiently 
credible to justify merit rating. The 
most likely answer is that the safe 
driver plan incorporates two under- 
writing considerations that are ex- 
pected to overcome the impediments 
of merit rating individually owned 
private passenger automobiles. These 
considerations—past accident and past 
citation involvement—are the very es- 
sence of the plan. 


Challenges Premises 


Mr. Erwin said that a fundamental 
premise of the plan is that these con- 
siderations of past accident and cita- 
tion involvement that produce points 
or debits against a risk, are capable of 
differentiating between future safe 
and unsafe drivers. Further, it is as- 
sumed that the debits and credits pro- 
duced by these two considerations 
will develop seven different rate levels 
that adequately will reflect seven sup- 
posedly different exposures. 

Mr. Erwin wonders how good a bet 
this is. To a large extent it depends on 
the credibility of the driver study of 
1958, conducted by the California de- 
partment of motor vehicles. The two 
rating bureaus that have sponsored 
the safe driver plan state that its the- 
or is supported by facts developed in 
the 1958 study. 


May Support Theory 


A close review of the driver study 
reveals, however, only one fact thet 
might support the theory of the plan, 
and that is a department of motor ve- 
hicles conclusion that a definite rela- 
tionship exists between the number of 
traffic convictions in a driver’s rec- 
ord and the number of accidents he is 
likely to have. The rating bureaus 
have leaned heavily upon the Califor- 
nia driver study, as support for the 
theory of the safe driver plan and 
have—knowingly or unknowingly— 
also fostered a public misimpression 
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that the safe driver plan is completely 
supported—at least  statistically—py 
the driver study. 

Nothing could be further from the 
truth, Mr. Erwin maintained. The safe 
driver plan allows, for example, equal 
weight to prior accident and prior ¢j- 
tation involvement in_ establishing 
points or debits charged to an appli- 
cant. The driver study, however, does 
not in any way suggest that prior ac. 
cidents and prior citations are of equal 
importance to the possibility of future 
accident involvement. Furthermore, 
the driver study does not demonstrate 
any relationship at all between prior 
accidents and future accidents, for the 
study does not comment on whether 
a driver with a prior accident im- 
provement has a greater or lesser 
chance of being involved in an ac- 
cident in the future. 


Disparities Noted 


There is nothing in the driver study 
to substantiate the percentage charg- 
es in the safe driver plan for prior ci- 
tations and prior accidents. In other 
words, a 20% reduction in the basic 
rate may or may not result in a proper 
premium charge for an applicant who 
is accident and citation free for a two 
year period. No one, at this point, can 
prove or disprove the validity of a 
20% credit. However, if there is a 
real reason to believe that the driver 
study supports the theory of the safe 
driver plan, then it is difficult to find 
any consistency whatsoever between 
the premium surcharge percentages 
of the safe driver plan, as compared 
with the accident potential of a risk 
with a corresponding number of traf- 
fic citations. 

In the first category of drivers— 
those with no traffic citations—there 
were only 9 accidents per 100 drivers, 
and they will be rated at 80% of man- 
ual, or a credit of 20%, except, of 
course, those drivers who caused the 
9 accidents who may be debited one 
point for a chargeable accident. In the 
second category of drivers—those with 
one traffic citation—there were 19 ac- 
cidents per 100 drivers or over twice 
as many accidents as in the first cat- 
egory. Yet, they will be rated at 90% 
of manual, or a credit of 10%, again 
excepting those drivers who caused 
the 19 accidents, who might be deb- 
ited a point. 


Twice The Potential 


The important consideration is that 
those drivers in the one citation cate- 
gory have, according to the driver 
study, a relative accident potential of 
more than twice the no citation driv- 
ers. Yet they still received a 10% rate 
credit. Mr. Erwin wonders why they 
should not receive a surcharge of 60% 
above manual (.80 X 2). 

He concludes that the safe driver 
plan looks very much like a merit 
rating plan of individually owned 
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yivate passenger automobiles—rely- 
ng on prior accident and traffic cita- 
ion involvement to overcome the im- 
,diments of merit rating of small, 
ncontrolled units. The driver record 
tudy by the California department 
{ motor vehicles supposedly supports 
ne theory underlying the safe driver 
ban but, if it does, the support ap- 
ears lost in translation. Prior acci- 
rents and traffic citations are most 
ertainly a factor in writing automo- 
bile insurance, but possibly they are 
inderwriting considerations—not rat- 
ng factors. The more realistic ap- 
praisal of the safe driver insurance 
plan might well be that it is purely 
ind simply a creature of necessity: 
, badly needed: competitive tool for 
bureau members and their agents— 
nothing more and nothing less. On a 
hort term basis, this plan should halt 
r at least slow down—direct writer 
nnd specialty company inroads. From 
, long range standpoint, the safe 
iriver plan will prove only as good as 
the experience it produces. Whether 
r not the companies can live with 
this experience remains to be seen, 
Mr. Erwin concluded. 

From the producer’s viewpoint, Rees 
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E. Roston, Los Angeles agent, points 
out that opponents of the safe driver 
plan are primarily direct writers who 
do not use it. However, they can 
adopt it, charging a little less in all 
classifications. For insured who can- 
not afford the advantages of agency 
service, the direct writers can fill a 
niche. 

Citing criticism of the plan, Mr. 
Roston offered suggested changes. 
There should be a uniform rate or 
premium basis within each territory, 
and that uniform rate should be mod- 
ified by the point class. One point 
should be assigned for damage to 
property in excess of $100 instead of 
the present $50 in order to conform 
to most financial responsibility laws. 

Mr. Roston also questons whether a 
point should be charged when insured 
or his passenger collects under the 
medical coverage of his policy, al- 
though he has been reimbursed by a 
wrongdoer for both BI and collision 
damage. 

After a number of months of opera- 
tion in California, the plan has stim- 
ulated client interest, Mr. Roston re- 
ports. Questions by insured indicate 
that they desire to improve their driv- 
ing habits. The difference in premiums 
between top and bottom classes is hav- 
ing its effect. 


Clement Suggests Buyers 
Could Help Public Know 


Functions Of Insurance 


W. Winthrop Clement, public rela- 
tions manager of American Interna- 
tional Underwriters, suggested in a 
speech to New York Savings Banks’ 
Forum in Binghamton, that insurance 
buyers could help develop public 
knowledge of insurance. 

Though insurance effects almost 
every home, millions of people have no 
real understanding of it, Mr. Clement 
said. They don’t know how it works, 
what makes it work or fail to work, 
and what it can or cannot do. Indicat- 
ing how much misunderstanding there 
is, Mr. Clement said many people feel 
“insurance policy” and “blank checks” 
are synonyms. 

The new committee on insurance 
industry relations of American Society 
of Insurance Management could work 
with Insurance Information Institute to 
expand buyers’ understanding of in- 
surer problems, Mr. Clement suggested 
and the benefits of such rapport could 
gradually be passed on to the public. 


Peel, Whitlock Advanced 
In HIA Legal Department 


Health Insurance Assn. has_ pro- 
moted Joe W. Peel to counsel and Lyn- 
don J. Whitlock to assistant counsel. 
Mr. Peel, who joined HIA as assistant 
counsel in 1958, was previously with 
the Kansas insurance department. Mr. 
Whitlock has been an attorney with 
the association since 1958. 


St. Louis Agencies Merge 


General Insurors and Case, Thomas 
& Marsh, two old St. Louis agencies, 
have affiliated and the resulting agen- 
cy will be known as General Insurors- 
Case, Thomas & Marsh. Case, Thomas 
& Marsh has been in operation since 
1864 and General Insurors since 1913. 


Wampole In New Post 

George E. Wampole, casualty de- 
partment underwriter of Standard 
Accident at Atlanta since 1955, has 
been named chief casualty and prop- 
erty underwriter there. He has been 
in the business since 1937. 
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Fla. Agents Hear 
Doremus Champion 


Homeowners Policy 


Hutchinson Is President; 


























Record Throng Is Swelled 
By Junior Agents Annual 


A crowd of 1,500 at the annual 
meeting of Florida Assn. of Insurance 
HAgents at the Fontainebleau Hotel, Mi- 
4 mi Beach, broke all records for at- 
wimiendance at this or any other state 
-pamissociation convention. Registrations 
- “ws exceeded the Florida membership 
If 1,100. 

m7 | Lamar U. Hutchinson, Orlando, was 
named president to succeed Neil 0. 
4 Mk\coates, Miami. Other officers are 
ames M. Newton, St. Petersburg, and 
orge H. Sweet, Miami, vice-presi- 
dents; and Richard S. McKay, Tampa, 
state national director. Directors named 
ae Robert Fowler, St. Petersburg; 
Robert A. McCord, Jacksonville; 
(laude Moore, Leesburg, and Mr. 
iCoates. 
| One of the attendance boosters was 
the first annual junior agents conven- 
tion for members’ children. Close to 
#100 youngsters checked in at their own 
— desk for three days of ac- 
livity paralleling their parents business 
and social schedules. 

The agents heard Frederick W. 
WDoremus, assistant general manager of 
Winter-Regional Insurance Conference, 
defend the companies’ departure from 
traditional rate making philosophies to 
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remain competitive in the homeowners 
market. 

Paul Jones, Tucson, president of 
NAIA, took another swipe at the lack 
of communications between companies 
and their agents, and attributed many 
present problems in the business to 
this “fundamental cause.” 

Participating in a panel discussion, 
Mr. Doremus spoke out in answer to 
allegations that Inter-Regional acted 
outside the proper scope of an advisory 
organization in relation to the revised 
homeowners program, and that its 
recommendations to the rating organi- 
zations were not properly supported 
by statistics or other information. 

He declared that Inter-Regional’s ac- 
tions are at all times within the intent 
and purpose of the statutes in their 
reference to the scope or the functions 
of an advisory organization. All in- 
formation goes to rating organizations 
in the form of recommendations. These 
are subject to specific action of the 
rating organization as to whether they 
are adopted, adopted with amendment, 
or not adopted. 


Needed Additional Data 


In the case of the revised home- 
owners program, he said, additional 
supporting information was called for 
and furnished the rating bureaus. The 
bureaus then furnished the informa- 
tion to the insurance departments of 
20 of the 33 states in which the pro- 
gram is now in use. 

Discussing criticism of the home- 
owners ratemaking formula, Mr. Dore- 
mus observed that the homeowners 
program is not based primarily on 
past expense experience, and thus dif- 
fers from the more traditional method 
of fire rate level adjustment. How- 
ever, homeowners policies are not 
traditional, nor is the method of rat- 


ing. In fact, there is no reason why 
such a new combination of lines, in- 
cluding casualty coverages, should be 
treated in the same manner as straight 
fire and allied lines. 

Mr. Doremus said the program is 
based on a prospective allocation of 
60% of the earned premium dollar for 
loss and loss adjustment expense. De- 
ducting another 6% as an allowance for 
underwriting profit and catastrophe 
leaves a balance of 34% for expense, 
exclusive of loss adjustment expense. 

The specific distribution of this 40% 
—exclusive of the 60% loss and loss 
adjustment item— for any one compa- 
ny is entirely within its individual di- 
rection and underwriting practices, Mr. 
Doremus asserted. No rating organiza- 
tion filing can in any way influence 
or control such company decisions. 


Must Allocate 60% 


He said it was felt that companies 
which adhere to bureau filings could 
not hope in a highly competitive mar- 
ket to write a fair share of the cover- 
age, as it applies to the better grade of 
dwelling risk, unless they were pre- 
pared to return to the public in pure 
loss approximately 54% of the earned 
premium dollar. Since loss adjustment 
expense will average about 6%, this 
meant that 60% of earned premiums 
must be allocated to loss and loss ad- 
justment expense, he stated. 

This prospective expense formula is 
only part of the consideration that 
was given in the establishment of rec- 
ommended rate levels, Mr. Doremus 
continued. Loss experience under pre- 
vious forms, and the credibility of such 
loss experience are involved. The dif- 
ferences in coverage have to be eva- 
luated. Judgment is also necessary in 
adapting any new plan to past ex- 
perience. 


33 


He said the recommendations result- 
ing from this method of evaluating 
past and prospective experience in 
relation to the revised program have 
received a fairly wide approval. Never- 
theless, there are a large number of 
companies having independent or de- 
viation filings which provide for a sub- 
stantially lower rate level than the 
bureau filings. Certain of these inde- 
pendent filings are based on individual 
company experience and ignore the 
collective loss experience. Others are 
based on a lower expense allocation 
than that contemplated by the bureau 
filings. 


Comments Are Beneficial 


While decisions about the develop- 
ment of new or revised types of cover- 
age must rest with the companies, he 
said Inter-Regional believes that the 
comments and suggestions of well- 
qualified agents are always beneficial. 

The latter observations of Mr. Dore- 
mus were in strong contrast to the 
burden of Mr. Jones’ complaint about 
the lack of company-producer con- 
ference. He said that to an increasing 
degree, companies have omitted not 
only their agents from participation 
in the planning of the product to be 
offered, but have also excluded their 
own production forces. Since home of- 
fice executives and technicians have 
little direct contact with the public, 
Mr. Jones wonders how they can de- 
vise contracts to suit the buying public. 

Improperly conceived contracts fre- 
quently result in bad loss ratios, he 
said, which mean reduced profits and 
commissions. He acknowledged that it 
was certainly management’s responsi- 
bility to make final decisions, but com- 
mon sense dictates that they might 
well be guided by those close to the 

(CONTINUED ON PAGE 37) 
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FieNATIONAL UNDERWRITER 


Competition, Lower Expense, All Lines Selling Are Ahead 


(CONTINUED FROM PAGE 17) 
erally in varying degree. Refinement 
of classification is needed. But does 
this spliting of the premium atom 
make any sense? 

Coding and classification require- 
ments must be simplified, and the 
bureaus and rating organizations must 
take the lead in that effort. Year by 
year code piles upon code and plan 
upon plan for each major line of insur- 
ance and each subdivision thereof to 
the point where a whole army of 
statistical clerks and key punchers is 
necessary to cope with the details 
which the system produces. Here is an 
enormous field for study and research. 
Classification and coding requirements 
must be reduced generally, and especi- 
ally in small premiums, if the mount- 
ing cost of handling the business is to 
be stopped and reversed. 


Direct Billing Profitable 


On personal lines, he said, a profit- 
able approach to the problem of ex- 
pense lies in the complete integration 
of those lines in the producer and 
company offices. This means direct 


billing for homeowners, automobile, 
and A&S, with the premiums for each 
consolidated into a single installment 
method of premium payment. There is 
some disposition to package all the 
personal lines including life in a single 
comprehensive policy. But, Mr. Stell- 
wagen observed, it has not yet been 
proved that such policies can be suc- 
cessfully underwritten or produced in 
quantities sufficient to secure the 
necessary spread of exposure. 


Basis For Economy 


For the producer, the establishment 
of a personal lines unit or department 
offers a basis for economical perform- 
ance. Selling must be on an account 
basis and all lines must be completely 
integrated. Direct billing and premium 
collection will free the producer from 
office detail so that he may devote the 
major part of his effort to selling. Life 
insurance should be included in a 
personal lines department. Experience 
is confirming the utility and profit of 
such an arrangement. With commis- 
sion rates tending downward, the 
producer must have more things to 
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sell and more time in which to sell 
them. 

Mr. Stellwagen expects increasing 
scrutiny of the business by the public 
—by Congress and federal agencies, 
and by state legislative committees 
that are currently looking into cancel- 
lation of automobile policies and the 
operation of assigned risk plans. 

Because the requirement for the ad- 
vance filing of rates and affimative 
action by supervisory officials has re- 
sulted in long delay in the approval of 
needed rates or in a compromise 
falling short of actuarial requirements, 
the industry attitude is veering toward 
the California-type rate regulatory 
law, Mr. Stellwagen said. If this 
should be enacted in most or in many 
states, rating bureaus could not compel 
adherence to their rates and rules. 
Cooperative price fixing is possible 
only if prior state approval exists so as 
to provide immunity from the federal 
anti-trust laws. If competition is sub- 
stituted for prior administrative super- 
vision, the complete or even partial 
requirement that members and sub- 
scribers agree to maintain rates seems 
to run head-on into the federal anti- 
trust statutes and the court decisions 
which have interpreted the McCarran 
act. 


Role Not Reduced 


However, Mr. Stellwagen declared 
that the role of the rating organiza- 
tions will not be reduced in future. On 
the contrary their importance may 
well increase. In an era of change, 
scientific investigation and research 
activity must expand in scope and in 
purpose. 

Suggestions offered for bureau oper- 
ations in the future include: Bureaus 
establish and promulgate only pure 
premiums with companies converting 
gross premiums by applying their re- 
spective ratios—some would go further 
and have companies compute and pub- 
lish rates net of commission, allowing 
the producer to include his own selling 
and service charge; and have the bur- 
eau establish orthodox unit rates in 
the traditional fashion for all risks for 
a car, a house, a farm a factory, etc., 
with company actuaries and under- 
writers adapting these rates to a vari- 
ety of coverages and rating plans for 
individual and multiple unit risks. 

The position of the company actuary 
wil! be greatly enhanced in importance 
and authority in the 1960s, Mr. Stell- 
wagen predicted. The rating bureaus 
have always had and continue to have 
excellent actuarial service. But only in 
the last decade have individual insur- 
ers begun to find it profitable to have 
an actuary as part of senior manage- 
ment. Today, most companies employ 
such an actuary and many of them 
have actuarial departments. They have 
proved their worth in guiding manage- 
ment through the radical changes 
which have characterizeed the casual- 
ty business in recent years. 


Suggests Account Underwriting 


Combinations of casualty and fire 
functions suggest account underwriting 
which broadens the scope of combined 
lines rating. This may be accomplished 
for the smaller risks through policy 
packaging and in the larger risks 
through some form of composite and 
retrospective rating embracing casual- 
ty, fire, and marine exposures. Here 
is a tough nut for the actuary to crack. 

Simplification of coding, tabulating, 
and processing procedures requires the 
guidance of the company actuary in 
concert with the actuary of the rating 
organization. 

As more companies use their own 





statistics for rate making or apply thejy 
own rating philosophies in modifica, 
tion of bureau-made standards, thd 
casualty actuary will assume a posi 


tion of authority in the senior 
of his company, similar to 


business. 


The business today is committed tj 
the proposition that underwriting muy 


yield a profit. The actuary is 


to accomplish that profit objective, My 


Stellwagen said. 


West Germans To Study 
U.S. Long Haul Coverage 


A group of representatives 


long-haul trucking industry in Wes 
Germany will be trained in the US 
in a project sponsored by Internation/ 
al Cooperation Administration. The 
will study insurance problems of thd 
trucking industry, with emphasis oy 
coverage of vehicles and goods jy 


transport. 


George E. Morrison, assistant man- 
ager of the U.S. Chamber of Con. 
department, 
moderate a panel discussion on insur- 
stay in 
Washington. Participants will be rep- 
resentatives of Assn. of Casualty & 
Surety Companies. National Assn. of 
Automotive Insurance Companies, Na- 
tional Assn. of Independent Insurers) 
and Insurance Institute for Highway 
president of 
Markel Service, will also participate. 


GAB Names Four In East 


Bureau ha 
appointed William G. Hall Jr. general 
adjuster for northern New Jersey at 
Newark. He is succeeded as manager 


merce insurance 


ance during the visitors’ 


Safety. Irving Markel, 


General Adjustment 


at New Brunswick, N. J. by 
E. Waldron, who is 


juster at Albany. 


John J. Donovan has been advancet 
in the Pittsburgh area to general ad- 


juster at the Penn Hills 


where he will handle losses for west- 


ern Pennsylvania. 


State Auto-Statesman Forms 


Premium Financing Subsidiary 

State Auto-Statesman group of In- 
dianapolis has formed a_ subsidiary, 
Timeco, Inc., which will handle premi- 
um financing. The new organizatio 
will have as officers Myron McKee Jr. 
president; O. O. Allen, vice-presiden! 
and secretary, and Joseph R. Brandes 


treasurer. 
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BOWLES, ANDREWS & TOWNE. Inc. 
MANAGEMENT CONSULTANTS 
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ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 


INSURANCE BUSINESS 


ASSOCIATES 
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Cites National Board 
Theft Prevention Work 


Theft of goods in transit is an acute 
problem, calling for the active cooper- 
ation of all concerned to prevent losses 
and afford greater security, Gilbert H. 
Meyer, head of the inland marine in- 
vestigation service of National Board, 
declared in an article in the current 
jssue of “Babaco News,” publication 
of Babaco Alarm Systems. 

Investigation work is important, Mr. 
Meyer said, but prevention would be 
of greater value. 

He noted that National Board has for 
12 years been concentrating on bur- 
glary, robbery, hijacking and theft 
from shipments and warehouse facili- 
ties. The board now has 100 trained 
agents, all experienced criminal in- 
vestigators, some former FBI, federal 
narcotics or secret service agents, and 
others from various city and _ state 
police forces. It is doing a big and con- 
tinuous job of crime investigation, un- 
der Mr. Meyers’ direction. 


Loss Record Noted 


He estimates that jewelry salesmen’s 
sample thefts alone total more than $1 
million annually, averaging large 
amounts, from $20,000 upward. Thefts 
are due mainly to lack of security 
measures. The same general pattern 
holds for all cargo thefts. They occur 
at a point of weakness in the security 
of the goods. 

Loss prevention is the preferred ap- 
proach to relieve this situation. One 
objective of the board investigative 
staff is to help create a general under- 
standing and pattern of prevention, so 
that the losses can be forestalled. No 
one wants a_ cargo theft—not the 
underwriter, not the shipper, not the 
trucker, not the salesman, and, not the 
consumer, who in the end pays the bill 
and sustains the loss of goods. 

In the same issue of Babaco News 
the wide and growing sweep of crime 
and cargo theft losses is attested by 
the current list of previous unreported 
thefts, well over $1,250,000 in the ag- 
gregate on 110 losses. The new list 
includes thefts of $35,000 of meat in 
Newark; $40,000 of drugs and cos- 
metics in Brooklyn; $40,000 of steel in 
Chicago; $25,000 of watches and rings 
in Indianapolis; $22,000 of copper in 
Buffalo; $60,000 of ladies clothing in 
Brooklyn, and $420,000 of silks and 
cutlery in New York. 


Moe In S. D. Field 


United F.&C. has appointed Harvie 
0. Moe field representative for South 
Dakota. He has been with the Regan 
general agency in that state for five 
years. 


FieNATIONAL UNDERWRITER 


Md. Solon Sees Flaws 
In Sate Driver Plan 


Edgar P. Silver, chairman of the 
motor vehicles committee of both the 
Maryland house of delegates and the 
state legislative council, has charged 
that the safe driver plan of National 
Bureau and National Automobile Un- 
derwriters Assn. has created “complete 
confusion” in the insurance business 
and among automobile owners. In- 
surer representatives will be called to 
explain the plan to the legislative 
council, Mr. Silver said. 

His main opposition to the program 
is that points are retroactive, since 
accident records, three years prior to 
coverage, are a factor. Most Maryland 
drivers erroneously believe they will 
start out with a clean slate, as they 
will under the state’s own point sys- 
tem for violations when it takes effect 
next January, Mr. Silver declared. 

He is in accord with the intent of 
the program, but he said that it 
“might be an attempt to weed out bad 
risks and force them into the assigned 
risk plan.” 


Conlon Advanced 
By Mass. Bonding 


Massachusetts Bonding has advanced 
Thomas E. Conlon Jr., manager of the 
home office contract bond depart- 
ment, to assistant secretary. 

Mr. Conlon has had experience with 
the company in all phases of bond un- 
derwriting and claim matters, as well 
as in varied field and home office as- 
signments. 


F. E. Hasse Promoted By 


Ind. Lumbermens Mutual 


Indiana Lumbermens Mutual has 
appointed F. E. Hasse agency super- 
visor. He joined the company in 1946 
as an underwriter, went into the field 
in 1948 and was advanced to field su- 
pervisor in 1957. He will assist R. N. 
Hiatt, vice-president in charge of the 
agency department. 


Strudwick Names Schellie 

A. E. Strudwick has appointed James 
L. Schellie to head the accounting and 
statistical department at Chicago. Be- 
fore joining Strudwick, he was in the 
reinsurance division of Stuyvesant, 
and before that was with Continental 
Casualty and Chase Conover & Co., 
insurance accountants and auditors. 


Stillson Longbrake agency of South 
Bend, Ind., has moved to larger quar- 
ters at 1703 South Michigan Street. 


116 JOHN STREET - NEW YORK 38, N. Y. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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UNIQUE OPPORTUNITY 
for 
QUALIFIED FIRE ADJUSTER 


Man, age 35-40, with approximately 12-15 
years varied field experience adjusting fire 
and allied lines, including Business Interrup- 
tion claims. Locate in Chicago, but willing 
to travel country-wide as required for field 
supervision and liaison activities. Also, office 
duties of consultative or advisory nature. 
Speaking and writing abilities helpful. Sound 
knowledge of property insurance and loss ad- 
justing essential. A permanent position with 
increasing responsibilities for right person. No 
telephone calls nor preliminary personal inter- 
views will be accepted. Applications must be 
in writing and will be held in confidence. Sub- 
mit biographical information, adjusting quali- 
fications and expected starting salary to 
personal attention of The Secretary-Manager. 


MUTUAL LOSS RESEARCH BUREAU 
20 N. WACKER DRIVE, CHICAGO 6, ILLINOIS 





SPECIAL AGENT 

The Sales Department of a growing midwest 
mutual fire and casualty company needs a 
man for a territory open due to promotion. 
The territory is in the Lafayette, Indiana 
area. Overnight travel should not exceed 2 
nights a week. Contact us if you have had 
good multiple line sales training and ex- 
perience serving agents. We expect to 
continue to grow on a sound basis and 
want men who are willing to develop and 
assume responsibility. You should be in 
your 30’s or early 40’s and have a college 
education. Please mail detailed resume to 
Box S-9, c/o National Underwriter, 175 W. 
Jackson Blvd., Chicago 4 Ill. 

















A Challenge for 
the ambitious 
FIRE UNDERWRITER 


Have opening for a fire underwriting executive 
or a forward looking fire underwriter who feels 
he is now ready for executive responsibility. 
We are expanding our present fire program and 
need a man willing to assume responsibility to 
supervise, direct and train our present staff. The 
man we want should have at least five years 
underwriting experience and have earned large 
risk approval authority by his company. 

You will find the salary very attractive. Benefits 
include the famous Sears, Roebuck Profit Sharing 
Pian. Please write or call J. B. Olhasso, DE 3-3033. 


Allstate Insurance Co. 
4830 E. 63rd St. Trafficway Kansas City, Mo. 


CASUALTY UNDERWRITERS 


Our expansion program has created desirable 
openings in our Home Office and some branches 
for alert, college educated Underwriters with 
2 to 5 years experience in Auto, Misc. Liab., 
and Workmen's Comp. 

Excellent benefit and salary programs and op- 
portunities for advancement. 

Please send resume to Personnel Dept. 


AMERICAN CASUALTY COMPANY 
412 Washington St. 
Reading, Pa. 











FIRE UNDERWRITER 


Our entrance into the Commercial Fire field 
has created a once-in-a-lifetime opportunity for 
an experienced underwriter. Prefer at least five 
years specific Fire Underwriting experience. Age 
to 40. Must have ability to train and develop 
others in this special endeavor. Salary open. 
Replies held in strictest confidence. 
PERSONNEL MANAGER 


ALLSTATE INSURANCE COMPANY 
5510 Greenbriar Dr. Houston, Texas 





UNDERWRITER 


Experienced Casualty Underwriter with military 
or civilian aviation background. Prefer C.P.C.U. 
with heavy fleet experience. Unusual opportunity. 
Submit resume to Box S-I, c/o National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Ill. 














INTERESTED? QUALIFIED? 


to assume the functions of advertising manager 
of a growing midwestern mutual multiple line 
company. Prefer young man with growth po- 
tential. Previous advertising experience in the 
fire and casualty field is a requirement. In 
confidence, send complete resume to Mr. 
George Stout, Personnel Director. 


MERIDIAN MUTUAL INSURANCE CO. 
2955 N. Meridian Indianapolis 7, Ind. 


ENGINEERING OPPORTUNITY 
Thirty three year old multiple line company 
operating in 42 states and now in new growth 
phase under experienced and progressive man- 
agement group wishes to employ well qualified 
person to head new casualty engineering de- 
partment. Relocation and travel expenses for 
interview will be paid by company. Write fully 
including salary requirements to: Vice President 
of Underwriting, Preferred Insurance Company, 
Grand Rapids |, Michigan. 








Our large international brokerage firm has an 
opening for a Fire Protection Engineer in our 
Chicago Home Office. College graduate with 
at least three years rating bureau, company, 
or brokerage experience preferred. Salary is 
open. Please forward a complete resume to 
Box P-88, National Underwriter, 175 W. Jackson 
Bilvd., Chicago 4, Ill. 














UNUSUAL OPPORTUNITY FOR 
CASUALTY UNDERWRITER 


Knowledge of general liability required. Am- 
bitious man to age 35 to join established 
Multiple Lines Dept. of Centennial Insurance 
Company. Dept. supervises Manufacturers Out- 
put, Merchandise Floater, Commercial Property 
and Retailers Safeguard policies. This opening 
represents outstanding ground floor opportunity 
for man who desires responsibility in both policy 
design and underwriting. Salary open. Send 
resume to: 
Centennial Insurance Co. 
223 W. Jackson Bivd. Chicago 6, Ill. 





SPECIAL AGENTS 
Progressive Midwestern Multiple Line Stock com- 
pany is expanding operations—Need men for 
North Texas, Arizona, North and South Dakota— 
Write in confidence, giving education, experi- 
ence and salary requirements to: P-96, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 














COMP. & GEN. LIAB. 
UNDERWRITER 
Fast growing Ohio stock company needs Home 
Office Underwriter with minimum of 3-5 years 
experience; must be capable of taking on dele- 
gated underwriting responsibility. All replies 
confidential. Reply Box P-99, c/o National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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General Agents Given Maketing Facts 


(CONTINUED FROM PAGE 5) 
about a fair division of the premium 
dollar, but unless they can convince 
the buyer that the product is fairly 
priced and he is getting full value, 
there will be nothing to divide. The 
average customer knows little about 
the technicalities of the product, but 
he is fully aware of its cost. Specialty 
companies continue forcefully to pre- 
sent the cost factor to the public. High 
cost operations can extol the virtues 
of superb service, but Mr. Thornbury 
fears that this argument may wear 
thin in time. 

Prescription For Future 

Companies operating through gen- 
eral agencies realize that they must 
pay fair compensation, but a competi- 
tive balance must be maintained with 
companies operating on a branch of- 
fice basis. If general agents are per- 
forming functions which can be han- 
dled more economically by the com- 
pany, there is no justification for con- 
tinuance. The most economical pro- 
cedures must be found. This applies 
also to the producing agent. 

Mr. Thornbury finds it hard to see 
fundamental differences in the vari- 
ous methods of insurance selling. Ba- 
sically, it takes a company, a cus- 
tomer, and some individual—a middle 
man—to bring the principal and the 
consumer together. All the talk about 
direct writers, captive agents, inde- 
pendent agents, or any other categori- 
zation does not change the fundamen- 
tals of the business one iota. Success 
does not lie in a plan, but in the people 
behind the plan. 

Most companies have concentrated 
on the technical aspects of insurance 
—underwriting, accounting, office 
management, expenses—all of which 
are important. But “production think- 
ing” has been lacking. Companies 
have kept dollar volume up, but Mr. 
Thornbury thinks much of the credit 
must go to inflation and an expanding 
economy. Volume has increased, but 





CASUALTY AGENCY WANTED 


Desire to purchase casualty agency Milwaukee 
County only—Cash or terms. Principals only. 


Hilltop 2-6160 
Milwaukee, Wisconsin 








CHICAGO SUBURBAN OFFICE SPACE 


New modern office building with 5,000 sq. ft. 
to be erected in Des Plaines. Parking and 
Central transportation facilities. Will consider 
compatible design for single or principal tenant. 


Tele: VA 4-2156 








SUBSTANTIAL FINANCIAL INTERESTS WISH 
TO PURCHASE FIRE OR CASUALTY CHARTER 
OR MAJORITY INTEREST IN A GOING COM- 
PANY. Reply Box S-11, ¢/o National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, 
Ih. 








FIELD REPRESENTATIVE 


Large Stock Agency Group has opening in 
Milwaukee territory for a man with Multiple 
Line experience, This position offers an oppor- 
tunity to develop a service office. Salary open. 
Give details in reply to Box S-I4, National 
a 175 W. Jackson Blvd., Chicago 








Married man with family—age 35—Desires posi- 
tion as BRANCH CLAIMS MANAGER OR 
CLAIMS SUPT.—College degree—I2 years expe- 
rience. Have served as Branch Claims Manager 
and now as Claims Supervisor. Location no 
problem. Write Box S-6, c/o National Under- 
writer, 175 W. Jackson Blyd., Chicago 4, Ill. 











MULTIPLE LINE FIELD MAN 
Outstanding opportunity to join forces with an 
aggressive multi-state insurance group now ex- 
panding operations into northern Illinois. Mini- 
mum 3 years field experience all lines. Age to 
35. Reply Box S-7, c/o National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 





ATTENTION A&H SPECIALISTS 


Facilities of large domestic Fire & Casualty 
company desirous of developing business in 
Midwest now available to qualified producers. 
Rate and management opportunities available 
to producers having premium volume in excess 
of $50,000 on Commercial lines. Write Box S$-12, 
c/o National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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The status and future of the manag. 
ing general agent were analyzed by 
Langdon C. Quin Jr. in his presidential 


report. 


Mr. Quin noted that self-styled pro- 
phets are predicting that the rash of 
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company mergers and consolidations jem of 


is contributing to the demise of gener. 


agent,” | 


al agents, since the tendency is for [se info 


large companies to swallow the medi- 
um and small sized insurers which use 
the general agency system. However, 
while 40 companies “disappeared” in 
1959, more than 50 new insurers were 
formed—40 of them stock organiza- 


tions. 


When the time comes for these com- 
panies to expand, Mr. Quin continued, 
they will give the general agent favor- 
able consideration. He noted that while 
seven general 
agent members because of the sale of 
companies in 1959, eight new mem- 


the association lost 
bers were added. 


Urges PR Program 


Mr. Quin referred to the Big I cam- 
paign of National Assn. of Insurance 
Agents which is creating the image of 
the independent agent in the public 
mind. The general agents should also 
bring their image into sharper focus 
for companies and agents. Since their 
association is small, and has neither a 
public relations nor a publicity depart- 
ment, and no sales promotion experts 
or even a paid secretary—any program 
would have to be in terms of “do-it- 
yourself.” Such a program is impera- 


tive because 
mandatory. 


competition 


Minneapolis A&H Men 


Name Nielsen President 


Corbett A. Nielsen, Time of Milwau- 
has been elected president of 
of A&H Under- 
writers. John H. Ederer, Marsh & Mc- 
Lennan, and Carl T. Gustafson, North 
American Life & Casualty, were elect- 
ed vice-presidents, and Orlie Long Jr, 
Occidental Life, secretary-treasurer. 
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Flint Assn. of Accident & Health e 


Underwriters has elected Edward 0. 
Edson president to succeed Mrs. Mar- 
garet J. McLavish. Gerald E. Noff- 
singer and James A. Vierheilig are 
vice-presidents and Mrs. Blanche I. 
Ritter was named secretary-treasurer. 


Advanced By Aetna Life 


Aetna Life group has 


Swan T. Anderson assistant auditor 
of Aetna Life, a post he now holds 
with Aetna Casualty and Standard 


Fire. 


John D. Faunce has been appointed 
manager, special services department, 
and Henry A. Benicak assistant audi- 


tor of the three companies. 


Mr. Anderson joined the organiza- 


appointed : 





tion in 1918 in the fire accounts de- 
partment; Mr. Faunce joined the group 


in 1946, and Mr. Benicak started with 


the organization in 1924. 


| LL 


XUM 





7, 1969 


er the 
/rOved, 
ratios 
~ Most 
! COm- 
ement, 
lusion: 
10 Can 
eS, he 


vanag.- 
ed by 
lential 


d pro- 
ash of 
lations 
sener- 
is for 
medi- 
“h use 
vever, 
‘d”? in 
were 
aniza- 


com- 
inued, 
favor- 
while 
neral 
ale of 
mem- 


cam- 
rance 
ge of 
yublic 
| also 
focus 
their 
her a 
part- 
perts 
gram 
lo-it- 
pera- 
2s it 


rune 17, 1960 


Fla. Agents Hear 
Doremus Champion 
Homeowners Policy 


(CONTINUED FROM PAGE 33) 
puyer. The experience of the agent 
ind his intimate knowledge of what 
Ine public wants and will buy should 
he utilized, he said, as well as the 
bgents’ thoughts on the reaction of an 
increasingly claim conscious public to 
the coverages granted. Failure of stock 
companies to use the advantages is a 
isservice to their stockholders. 
Mr. Jones declared that direct writ- 
ing competitors utilize the views of 
their agents, and many such compa- 
nies Claim that this is one of the mer- 
thandising advantages of their sys- 
tem of operation. “If their type of 
agent,” he said, “can contribute valu- 
able information, the experience of our 
type of agents, gained through many 
years of serving the public and meet- 
ing competition, could be of unlimited 
merchandising value.” 
He referred to several progressive 
traditional companies which have “in- 
jividually seen the light” and are now 
ying various consultation plans. These 
pioneer companies have been gratified 
by the results and have also greatly 
improved their internal public rela- 
tions, Mr. Jones concluded. 


Mutual Bureau Revises 
Hospital Liability Rates 


Mutual Insurance Rating Bureau 
has revised hospital liability rates in 
Arizona, Arkansas, Connecticut, Dela- 
ware, District of Columbia, Illinois, 
Kansas, Michigan, Mississippi, New 
Hampshire, New Mexico, North Da- 
kota, Oklahoma, Tennessee, Utah, Ver- 
mont, Washington, and Wisconsin, ef- 
fective June 15. 

The revision involves the introduc- 
tion of a single schedule of rates for 
all hospitals which do not enjoy im- 
munity. 


Defer Mass. Bonding Suit 
The suit brought by a Massachu- 
setts Bonding stockholder to prevent 
consummation of the deal whereby 
Worcester Mutual Fire and “interests 
friendly to it’ acquired controlling in- 
terest in Massachusetts Bonding 
through stock purchase has been de- 
fered from June 6 to Sept. 1. 

Since the injunction suit was insti- 
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Insurance Division 
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placement service, we can find a man 
the career opportunity of a lifetime. 


e Our national coverage puts us in 
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the country. 


Employers call on us in their search 
for EXECUTIVE Personnel. 


e Opportunities are currently available 
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find their positions than any where 
in the world. 
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tued, Hanover and Massachusetts 
Bonding have made merger plans. It 
is reported that the plaintiff-stock- 
holder favors this move, and if it is 
consummated the suit will be dropped. 


Universal Auto Enters 
General Liability Field; 
Vickery To Head Unit 


Universal Automobile of Indianap- 
olis has entered the general liabilty 
field and has set 
up an independent 
department in the 
Insurance Ex- 
change Building, 
Chicago, to han- 
dle this business. 

The general lia- 
bility division will 
write unusual and 
special risks. E. 
Brook Vickery Jr., 
a director of Uni- 
versal Auto, will 
supervise the divi- 
sion office. He is president of Vickery 
Hoyt & Graham of Chicago, a Lloyds 
correspondent. 

Assisting Mr. Vickery will be Robert 
M. Stewart and Albert A. Griffin. 

Universal Auto is best known for 
its development of national insurance 
programs for motor scooters and go- 
karts. 





E. B. Vickery Jr. 


Indiana Blue Goose Names 
R. E. Aurelius New MLG 


Robert E. Aurelius, St. Paul F.&M., 
was elected most loyal gander of In- 
diana Blue Goose at the annual meet- 
ing at Lebanon. He succeeds Hovey 
B. Skelton, vice-president Rough Notes 
Co. Ray J. Geringer, American States, 
is the new supervisor; William F. Brue- 
enger, Indiana Rating Bureau, custod- 
ian; G. H. McKenzie Jr., Merchants 
Property of Indiana, guardian and Ed- 
ward Foisey, American, keeper. 

J. F. Halliday, Western Adjustment, 
retired, was reelected wielder. A golf 
tournament and other social activities 
were featured at the meeting. 

At the business meeting, the mem- 
bers discussed the proposal of the 
Grand Nest to increase contribution 
by 25 cents to $3.25. It was the sense 
of the meeting that the Grand Nest 
could explore the possibility of re- 
ducing expenses by eliminating the 
publishing of the report of the annual 
meeting. 


Columbus (O.) A&H Assn. 


Elects Carpenter President 


Clarence Carpenter has been elect- 
ed president of Columbus (O.) A&H 
Assn. Dorgan Clark was named vice- 
president; Lorin Schoephaerster, sec- 
retary; John Hennon, treasurer, and 
Clyde Pearce, Michael Kelly, Gerald 
Frost and Verlin Henderson, directors. 


Pacific Indemnity Raises Freeze 
John L. Freeze, assistant claims 
manager of Pacific Indemnity in the 
southwestern department at Dallas, 
has been appointed claims manager 
in the midwestern department at Kan- 
sas City. He practiced law in St. Louis 
before entering the insurance business 
and before joining Pacific about a year 
ago was branch claims manager of 
Employers Mutual, multiple lines 
vice-president of Southwest General 
and in fire and casualty claims work 
with American, all in Dallas or Newark 


O’Connor, U. S. Rep. 
Debate Forand-Type 
Bills In Chicago 


(CONTINUED FROM PAGE 2) 

case in hand. He immediately dis- 
agreed with Mr. O’Connor on the 
logic of having the states share in the 
expense. He said that few states 
could (or would even if they could) 
be able to match what the government 
could put up. 

Mr. Pucinski then launched into a 
discussion of the subject, which, not 
surprisingly, contradicted almost 
every one of Mr. O’Connor’s points. 

To Mr. O’Connor’s assertion that it 
is unfortunate that the entire sub- 
ject has become a “political football” 
(he noted that important amendments 
to the social security act have been 
voted in successive, even-numbered 
years since 1950), Mr. Pucinski stated 
he thought it was a good thing the 
subject was debated in election years. 
The public is more aware of what is 
going on in Washington at that time, he 
said. Congress is accordingly forced to 
take a more active interest in what 
it is the public really wants and ex- 
pects of its elected officials. 

Mr. Pucinski said that contrary to 
an often stated view that social se- 
curity is some sort of “handout,” the 
act is true “pay as you go.” A citizen 
contributes to the fund during his 
active and productive years and draws 
from it when he becomes in need of 
help during his later years. 

Mr. O’Connor then rose to quote 
Health, Education & Welfare Secre- 
tary Flemming to the extent that the 
social security act is not insurance; it is 
merely welfare. Mr. Pucinski was 
quick to disagree. He said what one 
administrator may have to say is no 
valid test, since another administrator 
could just as easily be found who 
would say the opposite. He said the 
courts have held that the act is a form 
of insurance. 

A friendly spirit prevailed as the 
meeting—much to the evident disap- 
pointment of the audience—was una- 
voidably compelled to close. Mr. 
O’Connor said there was no question 
of what had to be done; the point of 
departure was only how it was to be 
accomplished. Mr. Pucinski readily 
agreed to this and quoted House Ma- 
jority Leader McCormack: “The road 
to progress is reasonable compromise.” 


Va. Rating Bureau 


Reelects Felix Hargrett 


Felix Hargrett, vice-president Home, 
was reelected chairman of the govern- 
ing committee of Virginia Insurance 
Rating Bureau at the annual meeting 
last week in Richmond. Thomas D. 
Hughes, Continental, was reelected 
vice-chairman. 

Members of the governing com- 
mittee are Aetna Fire, E. H. Stov- 
er; American Manufacturers Mutual, 
T. L. Osborn Jr.; Continental, Mr. 
Hughes; Eastern Shore of Virginia 
Fire, James G. Mason; Fireman’s Fund, 
T. E. Sims Jr.; Hanover, J. L. Dor- 
ris; Hartford Fire, J. H. Ledbetter; 
Home, Mr. Hargrett; North British, 
D. M. Deakins; Phoenix of New York, 
W. C. Harris; Sun, G. L. Parker; Vir- 
ginia Farm Bureau Mutual, A. E. Flory. 

Chairman of the executive commit- 
tee is Harry W. Atkinson of Glens 
Falls, and E. S. Broach, Royal, is vice- 
chairman. Members of the execu- 
tive committee are: V. M. Bradshaw, 
U.S.F.&G.; B. S. Dunlap, Kinnett-Ed- 
wards-Boyd; C. H. Grubbs, Shelby Mu- 
tual; J. W. Holbrook, New Hampshire; 
L. P. Jervey Jr., Travelers Indemnity; 
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C. F. Leonard, American, and Lindsey 
Moore, Crum & Forster. 

L. O. Freeman Jr., was elected man- 
ager and E. D. Sommers end T. L. 
Bondurant, assistant managers, and 
C. L. Puryear Jr. is rating superinten- 
dent. 


New Ohio Warden 


Sheldon L. Greene has been appoint- 
ed warden of the Ohio department. He 
will be in charge of the enforcement 
section. He has been a law clerk for 
the common pleas court of Cuyahoga 
County. 





AMERICA'S 
OLDEST 
REINSURANCE 
GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 


THE 


HUDSON 


J. A. MUNRO, President 
90 JOHN STREET 
NEW YORK 38, NEW YORK 
WOrth 4-0001 





y-™" DIRECTORY OF RESPONSIBLE “7 


INDEPENDENT 
ADJUSTERS 








O. R. BALL, INC. 


Fire - Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 











RUSSELL K. OSBY, INC. 
World's Largest Specialized Claim Service 
Coast to Coast 
Specializing in the Negro Claimant 

All Lines Investi 


Adineti + at 





Companies Only 


4254 So. Indiana, Chicago WaAgner 4-6100 












awAameiy = UTAH-IDAHO 
INSURANCE ADJUSTERS 


Home Offiee—428 So. Main, Salt Lake City, Utah 
Day or night offiees: Ogden, Utah; Prove, Utah: 
Idaho Falls, Idaho; Poeatello, Idaho; Twin Falls, idaho 

















38 


FieNATIONAL UNDERWRITER 


Editorial Comment 


Changing Factors In Bureau Operation 


The decision by the Washington 
state supreme court, holding that a 
subscriber to the rating bureau may 
file rates independently, is the latest 
in a sequence of developments which 
will result in changes in fire bureau 
operation as the business has known 
it for many years, many in the busi- 
ness believe. 


Another recent development was the 
independent filing of a fire coverage 
by one of the large company groups, 
strongly bureau in its predilections in 
the past. 

The possibility that several other 
large bureau companies may go “inde- 
pendent” is not remote. One such com- 
pany is making personnel and other 
preparations which mean that it has 
decided to go independent and is quiet- 
ly preparing to do so. For some months 
two or three other large groups have 
had the matter seriously under con- 
sideration. 

Thus, while Sen. O’Mahoney is in- 
vestigating the influence of bureaus 
on competition, the bureau system 
seems to be undergoing the fact if not 
the form of change. While the Gerber 
subcommittee of National Assn. of 
Insurance Commissioners is holding 
hearings on how the rate regulatory 
laws should and should not be changed, 
the business has been moving toward 
an operation that would be statutorily 
expressed by the California type of 


filing law, or legislation similar to it. 

If developments continue in their 
present direction, competition is apt to 
become more and more wide open. The 
fire bureaus are demonstrating their 
flexibility to meet the changed cir- 
cumstances, as did the casualty bur- 
eaus last year. It is thus possible that 
much of the competitive maneuvering 
can be accommodated under the bur- 
eau aegis and that a considerable “in- 
dustry product,” produced by consul- 
tation and broad representation of 
experience and opinion, can be re- 
tained. But however it is done, it is 
becoming evident that the more com- 
petitive “bureau companies” are not 
going to be restrained by their own 
rules while their competition moves 
freely to get the marketing decisions 
in volume and preferred business. 

Perhaps in the days ahead, as has 
been urged by some, the principal job 
of regulators will be to keep insurers 
from going broke. 

Certainly the bureaus are not ex- 
pected to go out of business. They 
possess much of the technical talent 
that already is in short supply as com- 
panies diverge more and more in form 
and rate. In addition, someone has to 
do the work of collecting, collating and 
interpreting experience. In the days 
ahead, that work is bound to become 
more important and essential to both 
regulators and the business.—K.O.F. 


A Real Public Relations Program 


Service to insured is frequently dis- 
cussed but seldom defined. Too often, 
it seems to be synonymous with help- 
ful efforts by companies and agents 
after a loss. 

One of the mutuals has extended the 
service and PR concept by making it a 
continuing feature during the life of 
commercial policies. For example, the 
claims men in one of this company’s 
offices near a large metropolitan city 
started in 1956 to become acquainted 
with larger insured. Working with the 
sales department, they compiled a list 
of policyholders paying $5,000 or more 
premium annually. They added other 


insured in this bracket as new busi- 
ness notices came in, or from other 
sales information. 

From a modest start with about 20 
insured, excluding national risks, this 
suburban office through its chief ad- 
juster and claims manager now is 
regularly contacting 50 policyholders. 
The program includes calls on insur- 
ance managers, treasurers and person- 
nel men, and on younger personnel of 
insured who handle the details of 
claims reporting. Their names were 
compiled from sales information, or 
following the first claims visit. Two 
calls a year have been found sufficient 


to maintain good relations with in- 
sured and to keep them aware that 
the company is vitally interested in 
their progress, plans, and problems. 

At first, the company found that 
many insured were surprised to re- 
ceive a call. Since then, most insured 
have indicated that they are pleased 
with the program. Frequently, they 
have had some question or problem 
with which the insurer has dealt 
promptly. Some of the help to insured 
has been through developing claims 
service surveys and by discussion of 
problems highlighted by the surveys. 

Even though claims contacts may 
add to or change the duties of some 
personnel of insured, it is believed 
that good will has been increased and 
a personal relationship has been es- 
tablished. Frequent calls by the pol- 
icyholder to the claims manager or 
chief adjuster when a problem arose 
have resulted in excellent liaison and 
elimination of potential complaints. 
Many visits were supplemented by 
telephone contact, and sometimes by 
additional visits when a claims serv- 
ice survey was to be discussed. 

The program now has been expand- 
ed to include national risks serviced 
either from the large nearby city or 
from other offices with large opera- 
tions in the area. Usually, these calls 
are made only when a national risk 
opens a new risk or store in the local- 
ity. Any further service calls are han- 
dled by the supervisors or claims men 
who regularly call on the particular 
location. National risks whose home 
offices are in the area are serviced 
regularly through this service call 
plan. 

A brief, informative memorandum 
is prepared after each call and sent to 
the division service supervisor. A copy 
is also sent to the division claims 
manager. In addition, copies are sent 
to insured’s general file and to the 
sales unit. This distribution often pro- 
vides ideas for sales programs, new 
business, or loss prevention services. 

The company is convinced that its 
regular claims call plan has promoted 
a better atmosphere for discussion of 
problem cases, and that it has found a 
way to hold desirable accounts that 
otherwise might have gone off the 
books. 

This, together with the other tan- 
gible benefits, adds up to the kind of 
relations with the public that really 
make sense.—J.N.C. 
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Personals 


Perry Frank, Mesquite, Tex., agent, 
has been elected president of Dallas 
County Fair Assn. 


Ed Bezold, a partner of Don R. Jep. 
sen general agency, Chicago, fell and 
broke his kneecap while leavin 
church. He will be released from Elm. 
hurst (Ill.) Hospital this week by 
will be confined to his home for six 
weeks. 


H. T. Dahl, who heads the indepen. 
dent adjusting firm at Chicago bear. 
ing his name, has returned to work 
following a three-month absence due 
to illness. 
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Insuranc 


J. Raymond Berry, general counse| 
of National Board, was recently induc. 
ted into the New York University 
chapter of Iota Nu Sigma, insurance 
honorary society. 


ROBERT R. DEEN, 67, who operated 
an adjustment firm bearing his name 
at San Antonio, died after a prolonged 
illness. He joined Southwestern Ad- 
justment in 1925, becoming a gener- 
al adjuster in 1931. He opened his own 
independent adjustment firm in 194), 


FRANK G. RICHARDSON, 83, who 
headed the Denver agency bearing his 
name since 1915, died there in St. 
Luke’s Hospital. 

ser of ( 


DONALD J. WEEKS, 48, Feaster- |commen 
ville, Pa., independent adjuster, died we adj 
at Holy Redeemer Hospital, Beth-jamendin 
ayres, Pa. He was with Home before jwould: 
he formed his own firm eight years] 1. Rec 
ago. adjuster 


GEORGE C. MOTTE, 68 who haifit 6 
been with the David G. Ellison agency 2. Rec 
and later with the W. Dixon Foster insuranc 
agency, both of Columbia, S. C., died come ur 
at Columbia Hospital after an ex- 3. Am 
tended illness. 


lating ti 

THOMAS W. WALKER, 67, Twin|9wn w 
Falls, Ida., agent, died of a heart] 4 Re 
attack. 


signed k 
The c 
NORMAN J. NESHAIM, 63, former creasing 
superintendent of agents for Fred L. veriod 
Gray general agency of Minneapolis, 
died at St. Paul. 


prohibit 
endorse 
A. J. WILSON, 86, a past president of | Special 
Arkansas Assn., of Insurance Agents |anch | 
and for 57 years a familiar figure in 
Arkansas fire and casualty insurance Dalla: 
circles, died at his home in Little Rock. Ele t 
A native of Monticello, Ark., he |“eCt§ 
started his career as a teacher in Mont-| Insur 
icello and Fordyce, joining the A. B.|Horace 
Banks agency in the latter town in |?residet 
1903. He was one of the early members |84n, Ge 
of the Arkansas Assn. of Insurance| Othe: 
Agents. Rising with the Banks organ-|*s, She 
ization, which established a banking|(ent; H 
and insurance empire in Arkansas in Life, 
the first three decades of this century, |Jones, 
he became vice-president and insur- |W. G. | 
ance officer of the American Exchange house ( 
Bank in Little Rock. It was while he| Direc 
held this post that he became, in 1926,|'erm a: 
president of the Arkansas Assn. of }!an Li 
Insurance Agents—at a time when |ndemr 
the state had two competing local [Rucker 
Employ 
E. Grig 
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agents’ associations, Arkansas Assi. 
of Insurance Agents, made up large 
ly of so-called “bank agencies,” 
and the Arkansas Insurors Assn., rep- 
resenting largely the so-called “inde- 
pendent agencies” which had no bank 
related connections. 

With the failure in 1931 of the Banks 
banking operation in Arkansas, Mt 
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Wilson established his own local agen- 
cy which he continued to operate until 
his retirement two years ago. 

He was an early president of Little 
Rock Insurance Exchange and par- 
ticipated widely in Little Rock civic 
affairs. 


Missouri Field Men 
Elect New Officers 


New officers of Missouri Capital 
Stock Assn. and Missouri Fire Pre- 
yention Assn. were elected at the an- 
nual meetings of those organizations 
in Jefferson City last week. 

The field club elected Donald Logan, 
fireman’s Fund, president; William 
Klosterman, America Fore Loyalty, 
vice-president; Urban M. Foerste, Jr., 
Hartford, secretary, and P. FI. Bevan, 
Aetna Fire, public relations chairman. 

New officers of the fire prevention 
association are: President, Donald Mc- 
Cormack, Boston; vice-president, Rob- 
at F. Quigg, Springfield F.&M., and 
secretary, Donald E. Clader, America 
Fore Loyalty. 

Superintendent C. Lawrence Leggett 
spoke at the joint banquet. 

The fire prevention association set 
up a program calling for eight town 
inspections in 1960-61 in addition to 
participation in Fire Prevention Week. 

Future activities of the field club 
will be determined at a meeting in 
Chicago June 30-July 1 sponsored by 
Insurance Information Institute. 


Musser Makes Licensing, 


Code Recommendations 
SALEM, Ore.—Commissioner Mus- 
ser of Oregon has made several re- 
commendations for licensing agents 
and adjusters in the state, and for 
amending the insurance code. These 
would: 

1. Require an examination for an 
adjuster’s license. Presently adjusters 





must be licensed, but there is no pro- 
vision for examination. 

2. Require any organization selling 
insurance, fraternal or otherwise, to 
come under department jurisdiction. 

3. Amend the code to permit regu- 
lating the sale of automobile break- 
down warranties. 

4, Require surplus line affidavits 
signed by licensed resident agents. 

The commissioner also proposed in- 
creasing the agents’ license revocation 
veriod from one to five years, and 
prohibiting countersigning policies and 
endorsement by company employes 
(special agents, state agents and 
branch managers). 


Dallas Insurance Club 
Elects Miller President 


Insurance Club of Dallas has elected 


.|Horace F. Miller, Floyd West & Co., 


president succeeding Charles W. Mor- 
gan, General Adjustment Bureau. 

Other new officers are Donald Bowl- 
es, Shelton & Bowles, Ist vice-presi- 
dent; Hilton Painter, National Empire 
Life, treasurer; William Johnson, 
Jones, West & Johnson, secretary, and 
W. G. Dodge, Northern of New York, 
house committee chairman. 

Directors elected for a three-year 
erm are Gordon Durden, Pan-Amer- 
tan Life; C. B. McKenzie, Southwest 
Indemnity & Life; T. M. Rucker, T. M. 
Rucker Co.; Hugh M. Gossett, Texas 
Employers’ Insurance Assn, and Lewis 
E. Grigsby, Hartford Fire. 


New officers of Assn. of Insurance 
Agents of St. Charles, Mo., are: 
President, Ruth M. Lawing; vice-pres- 
ident, Albert Ermeling, secretary- 
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treasurer, Earl Doerrie. 
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By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, June 14, 1960 


































Bid Asked 
$ $ 
TE GID scitsintcrninrsiinninns 78 81 
Aetna Fire MY, 74% 
American Equitable 40 
American, Newark 2715 
American Motorists ¥ 15 
Boston MY 3542 
Continental Casualty  ...........0. 73 15% 
CUR Ge OI osinsccsccnescccascscseres 67 70 
Federal 55% 58 
PI I snsccscsncccrcestecccccesccens 53% 55% 
UII TIE sikcccisiccsacceacdatcecatetastateienl 96 99% 
Glens Falls 3442 36% 
Great AMOTICAN 2...ccrcorereccseccccecscesse 42% 4415 
BUNGE WENO Siacanccerscsecscscssecescioctcnnine 46 48s 
Hanover 44% 47 
UN OOS We csalsscirssssscecrdientn 56% 58% 
Ins. Co. of No. America .............. 12714 130 
Jersey Ins. 32 3542 
Maryland Casualty  ...........sccssee 35 37% 
Ps IID nesecsstsersiaccscsesiaieeitiee 40 4242 
NO TTD iseinsicscccnsncstansorcetctecess 14442 150 
I THO sissisttessasicrsticnpenvonnens 35% 37% 
New Amsterdam Cas... 51 53% 
New Hampshire  .............cccscsseeeeees 50% 52% 
BONUS CUE decntticinssenirinscseicinnienee 35 38 
CI CTI orscsisciicsinscciccccctecerserse 24 26% 
Wy II,» ssececcicsnceaccccacccncectiie 154 78 
Te © WIS. hicainscesesceisiccciscrsssatzinsesiin 20 21% 
Hiaime. Camp. OF Wh. Y. ccccccscccceccscce 21 23 
IN. ésstnastecinccnsistriceeeraconciin 49% 52 
BE TR re Oe Ee erscrseeseiieccnniccersncns 56 58% 
Springfield F. 8 Ma. ......cccccccccsccseee 31% 33 
Standard Accident .........cccccccsssees 472 49% 
Travelers 83 85% 
Nels i We I CN eitacnetcececasscscccicncsorsnnene 40 42 
U. S. Fire 28 30% 
N. Y. U. Report Favors 


WC Rehabilitation Care 


A New York University study team, 
following an investigation conducted 
under a 1957 legislative grant, rec- 
ommends that rehabilitation be in- 
cluded as an integral part of medical 
care provided under the workmen’s 
compensation law. 

It also recommends creation of a 
medical advisory council to the WC 
board; a civil service study of require- 
ments and salaries for medical per- 
sonnel employed by the board; and 
creation of medical rehabilitation con- 
sultant positions on the board staff. 

The report favors in-service training 
programs in rehabilitation for all board 
medical examiners and personnel; a 
system of automatic reviews of all 
cases of certain types of injuries and 
disabilities which may involve severe 
or potentially severe disability, and 
automatic review on a time basis of 
all other types of injuries to determine 
the need and advisability of referral 
for rehabilitation evaluation. 

The report will be published by the 
New York University Press later this 
year. 


Washington Field Men 


Name McNamara President 

Eugene T. McNamara, Gould & 
Gould, has been elected president of 
Washington Fire Underwriters Assn. 
to succeed James D. Weller, Groninger 
& Co. Vice-president is Richard J. 
Schmitt, London & Lancashire; secre- 
tary, William D. Brown, United Pacific, 
and treasurer, I. W. Elwell, New York 
Underwriters. 


Ohio Holds Hearing On 


Public Adjuster Practices 


Public hearing was held by the 
Ohio department this week to pre- 
vent licensed public adjusters from 
engaging in sharp practices, particular- 
ly in the home repair business. The 
department, which was directed to li- 
cense public adjusters by the 1959 leg- 
islature, is considering banning any- 
one licensed as an adjuster from be- 


* ufacturing, 


t) mw altg:a 


ni 


ing in the home repair business, 
falsely representing that he is con- 
nected with an insurance company 
or a fire department, or soliciting 
business at the scene of a fire. Super- 
intendent Stowell said that by licens- 
ing adjusters, the department is 
abetting their operations as home re- 
pair operators, and plans to ask the 
legislature to repeal the licensing law 
in 1961. 


Wallace Is Secretary 
Of Surety Producers 


National Assn. of Surety Bond Pro- 
ducers has appointed Bruce Wallace 
full time secretary. He succeeds Ed- 
ward H. Cushman, Philadelphia. Mr. 
Cushman will continue as counsel of 
the association, which will have head- 
quarters in New York. 

A graduate of the University of 
Denver, where he majored in insur- 
ance, Mr. Wallace was formerly with 
U.S.F.&G. and with Royal-Globe in the 
mountain area. Most recently he was 
a field man for the Ritter general 
agency of Denver. 


Minn. WC Rates To 
Go Up 9% In Aug. 


Workmen’s Compensation insurance 
rates in Minnesota will be increased 
Aug. 1 by an over-all average of 9.4%. 
Increases by industry groups are man- 
11%, contracting, 14.1%, 
and all other industry groups, 6%. 


Overholt Picked To Head 
N. M. Capital Stock Assn. 


New Mexico Capital Stock Assn., at 
the annual meeting at Santa Fe, 
elected John Overholt, Ritter general 
agency, president. Dwight Tope, Tope 
State Agency, is vice-president, Robert 
Watson, Whyburn general agency, sec- 
retary, and David S. Williams, 
U.S.F.&G., public relations chairman. 

The annual meeting of New Mexico 
Fire Prevention Assn. was held in 
conjunction with the field association 
conclave. Officers elected are Frank 
Mercer, U.S.F.&G., president; Donald 
Jones, St. Paul F.&M., vice-president, 
and R. L. Butz, U.S.F.&G., secretary. 


St. Louis AGH Assn. 


Installs New Officers 


St. Louis Assn. of A&H Underwrit- 
ers installed new officers at its June 
meeting and heard a talk by George 
McDonnell of the St. Louis office of 
Continental Casualty, who discussed 
coverages on older persons. 

A. S. Quinn Jr., Mutual Benefit 
H.&A., is the new president of the St. 
Louis association, succeeding W. Stan- 
ley Stuart, General American Life. 
The vice-presidents are Harold Ja- 
cobs, Massachusetts Mutual Life, and 
Ray Friedman, Bankers Life of Ne- 
braska. Dana Kinsman, Paul Revere 
Life, is secretary, and Ray Macher, 
Occidental Life of California, is treas- 
urer. 


London Assur. Names MacIntosh 

London Assurance has appointed 
George G. MacIntosh chief internal 
auditor and director of methods and 
procedures. He entered the business 
with United States Casualty and in 
1932 joined Fireman’s Fund, where 
he became assistant controller and 
assistant secretary. He subsequently 
went with Joseph Froggatt & Co. as 
a senior auditor and with Aero Asso- 
ciates as treasurer. In 1956, Mr. Mac- 
Intosh became chief internal auditor 
of Pacific National group. 


$53 Million Loss Cited 
By N. Y. C. Blue Cross 
In Rate Boost Appeal 


NEW YORK—Officials of Associated 
Hospital Service of New York (Blue 
Cross) opened the department hearing 
this week into the plan’s request for an 
average 37.4% rate increase by citing 
deficit operations of some $53 million 
since 1956. 

David W. Brumbaugh, chairman of 
the plan, at the same time told the de- 
partment that Blue Cross reserves of 
$69.5 million in 1955 have declined to 
$27.52 The plan’s president to the 
$30 million as of May 31, and that the 
need for an increase was thus obvious. 

Douglas Coleman, Blue Cross presi- 
dent, said that the average cost per pa- 
tient in New York hospitals in 1959 was 
$32.76 a day, whereas the plan’s per 
diem payment was only $27.02 to 
$27.52. The plan’s president told the 
department that the rate increase 
would provide new benefits for sub- 
scribers, a new method of payment to 
hospitals and new contracts offering 
120 days of full coverage with $50 and 
$100 deductibles to reduce costs. 


Alaska ‘59 Surplus Line 


Premiums, Losses Given 
Surplus line net premiums and in- 
curred losses for Alaska during 1959 
are given in the accompanying table. 
Fire accounted for $373,719 of the 
total net premium; workmen’s compen- 
sation, $1,119,768, and aircraft physical 
damage, $447,820. Fire accounted for 
$235,549 of the total incurred losses; 
workmen’s compensation, $683,238, and 
aircraft physical damage, $188,176. 








All Lines 

Net Incurred 

Premiums Losses 
Se i) TD cctccisticctintininn 422,025 223,207 
Gould & Gould ... 354,518 173,498 
Farwest Gen. Age 346,000 189,012 
C. Ed Cochrane . 286,548 62,438 
aie Se ee 255,143 106,390 
Robert O. Fleming ..............0+ 220,479 100,239 
0 ae 153,161 72,069 
Hansen & Rowland ............ 141,392 








126,818 

Talbott, Carroll ... j 80,331 
L. Patton Kline . p — 
Cravens, Dargan . a 4,572 
Rathbone, King & Seeley ... 72,295 31,172 
Swett & Crawford ...........0 i 30,811 
H. M. Newhall ............ 2,613 
Trans Alaska Und.* 1,598 
CO 417 
Northern Ins. Agcy. 7,793 
Kenneth I. Tobey y _ 
Marsh & McLennan-Cosgrove 4,963 — 
Galbraith & Flower ............ 1,923 oa 
Preferred Gen. Agcy. «1... 1,677 == 

Totals 2,780,822 1,259,237 





S. F. Forum Installs Officers 

New officers of Fire Underwriters 
Forum of San Francisco were install- 
ed at the annual meeting this month. 
Jack Armstrong, Crum & Forster, is 
president; Donald Healy, Chubb & Son, 
vice-president, and George Searight, 
Crum & Forster, secretary. 

Universal Automobile of Indianap- 
olis has been licensed in South Caro- 
lina and Washington. 





New Handbook Ready For 


Maryland, Del. And D. C. 


A new Underwriters Handbook of 
Maryland, Delaware, District of Col- 
umbia has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
these states. Copies of the Mary- 
land, Delaware, District of Columbia 
handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 







































































Leading Detroit producer indorses Insuremanship’ 


“It’s more than a word—it’s a method!” Independent increases selling time . . . eliminates paper work . . . lets 
Agent Jim Coles, top producer in the motor city tells agents own all renewals! 
g PP , y g 
Mr. Za. “MERITmatic* plan automobile insurance Interesting? It works for top producer Jim Coles. It 
P 8 PP 
gives me a competitively priced auto policy, and at should work for you. Drop us a note. Start the 


the same time relieves my office of bookkeeping most pleasant business relationship of your life. 
and paper work.” 


Z-A tries to look years ahead in giving 
Independent Agents practical solutions to 
competitive selling problems . . . Z-A not 
only helps agents create competition, but 


MERIT matic not yet available in all states. Details on request. 

ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN: New York, Boston, Providence, New Haven, Buffalo, 
Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greens- 
boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 
land, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 

vAU R | é H ‘ AM FR | CAN Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 

. - Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 

N RANCH MPANIE Los Angeles, Phoenix, Richmond. 











® ©1960 Zurich-American Insurance Companies *TM 
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